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LL ANNEX ISSUE 
AN AGENCY SQUABBLE 


derwriters’ Agencies Answer Attack 
Made Upon Them by National 
Association. 


BAY PUBLIC SHOW NO INTEREST. 


y That Limitation 
Would Curtail Number of 
Agents. 


of Annexes 


"Because of the propaganda waged by 


National Association of Insurance 


‘Agents against underwriters agencies, 


Which came to a climax when C. H. 
Woodworth, of Buffalo, filed a brief 
with the Insurance Commissioners at- 
tacking the annex system, the point 


view of officers of underwriters’ 
ggencies is extremely interesting. 


"A representative of The Eastern 


Underwriter, who interviewed a num- 
‘er of underwriters agency officers this 
ek, learns that their defense is that 
continuous raising of this issue 
regarded by them as simply a trade 
uabble, which has become acute 
@ince it became known that the agency 
ce as a class has refused to sur- 
The point that 
e is widespread public interest in 
» matter is denied. The question has 
Mot been discussed in daily newspaper 
litorials except in an occasional in- 
ed article. So far as the general 
blic is concerned the defenders of 
underwriters agencies say that 
bre is no demand for action; that 
p public is concerned only in the 
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ender underwriters. 


pstion of safe indemnity. 


Position of Agents. 

The National Association of Insur- 
e Agents has been passing reso- 
tions for years aimed at underwriters 
encies, although the agitation has 
i no effect in reducing the number 
agencies. On the other hand, some 
the leading agents of the country 
ive taken the position that the asso- 

on will make a great mistake by 
ing to the legislatures. Among other 
ings it is pointed out that the propa- 
Ganda against the annexes, if success- 

will discriminate in favor of for- 
eign — against domestic com- 


rit is furthermore argued that in some 
lates as many as 40 per cent. of the 
ents of a State represent under- 
ters’ agencies, and that legislation 
igainst these agencies would deprive 
ents of representation that it is ab- 
lutely necessary for them to have. 
B advocates of the agencies further 
htend that prohibition would not cur- 
il the number of agencies. It would 
imply shift companies to the offices 
the large and strong agencies, the 
lier ones falling by the wayside. 
s would deprive many men of the 


(Continued on page 16). 
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THE HOME 


INSURANCE’ COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 


What is FIRE INSURANCE from the Property Owner’s 
Standpoint? 


Ample CASH CAPITAL ($6,000,000). 


SURPLUS as regards Policy-holders ($17,873,019), large in proportion 
to liabilities ($15,266,896). 


ASSETS ($33,139,915) of the highest grade, so invested as to be uniform- 
ly secure throughout the country and immediately available in 
case of conflagrations. 


LIABILITY in large cities conservatively distributed and well within 
(not beyond) the resources of the Company. (Special conflagra- 
tion reserve, $1,800,000). 


A REPUTATION, the steady growth of 60 years of consistent fair 
dealing with large and small insurers alike. 























North British Reine einen lane 
and Mercantile 


Established 1809 Insurance Co. 





Since 1866, when the North British & Mercantile entered the United | 
| 


States, 1,833 Fire Insurance Companies have failed or retired 
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Fidelity and (RSMA@SY Disability 
Surety Bonds ie Zi : Plate Glass 
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Workmen’s Compensation 
Industrial Insurance 
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of Amerira 
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THE POLICY LOAN 
QUESTION UP AGAIN 


Edward A. Woods of 4 Pittsburgh, Draws 
Interesting Statements From Editor 
W. C. Edgar, of Minneapolis. 


AGENCY PERSONNEL RESPONSIBLE 


Illuminating Deductions Brought Out in 
Controversy Between Layman 
and Underwriter. 


Policy loans and the income plan of 
paying death claims have developed in- 
to a subject of controversy in “The Bell- 
man” between Edward A. Woods of 
Pittsburgh and William C. Edgar of 
Minneapolis that is enlightening as to 
an outsider’s view of the policy loan 
evil. 

Edward A. Woods the well known 
manager of the Equitable Pittsburgh 
Agency has taken up for challenge some 
statements of William C. Edgar, editor 
of “The Bellman” who is known nation- 
ally and internationally as a profound 
thinker on social and economical topics 
and a fearless champion of what he 
thinks is right. Among constructive 
critics W. C. Edgar occupies a position 
not unsimilar to the exalted position 
that E. A. Woods occupies among life 
insurance thinkers. 

Editor Edgar’s Attitude, 

“The Bellman” takes the attitude that 
life insurance companies owe the money 
|and that they must abide by their con- 
|tracts. In support of this conclusion 
ithe “Bellman” article shows a grasp 
of fundamentals which would suggest 
that behind the whole thing is the 
| thought of hiring better agents and giv- 
ing them large inducements for con- 
{tinued service in the policyholder’s in- 
| terest rather than in a first commission 
|}on a new policyholder. “The Bellman” 
| puts the responsibility on the life in- 
| surance company to live up to its con- 
| tracts whatever they are. It does not 
| seem to quite take in the situation as 
| policy to draw life insurance contracts 
|more satisfactorily to the insured by 
explaining to the insured how the 
|} moneys may be paid in installments in 
event of death rather than in a lump 
|sum. Mr. Edgar on this line seems 
| very confused and he also frankly ad- 
mits that there is some prejudice in 
the thought that life insurance in the 
past has not met its estimates or rather 
|its prophesies as to dividend settle- 
ments. 

Recently Arthur Brisbane treated this 
topic in his vigorous editorial style tak- 
ing the attitude in cordial support of 
| the efforts of the life insurance com- 
| panies and officials to curtail and elim- 
|inate the policy loan evil. The Eastern 
| Underwriter printed this as being an 
|important pronouncement. Mr. Edgar’s 
|} statements are no less important as 
| presenting an angle that is undoubted- 
lly in public mind. We feel however 
|that Mr. Woods will be able to corract 
much that is erroneous in Mr. Edgar’s 
|}opinion by giving him a wider concept 
of the question than he has from his 
|Jayman’s standpoint yet there remains 
much of value to all in life insurance 
in the conclusion where Mr. Edgar goes 
to life insurance fundamentals to state 
that: 





Insurance as a Profession. 
“Life insurance is a profession, re- 
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quiring knowledge, skill and honesty in 
those who follow it. It is worthy of 
mea of the highest character and bast 
attainments, both mental and moral. 
Build up the standard of the agent and 
solicitor, have them preach and teach in- 
surance in its right aspects, honest in- 
surance, sound insurance, not epheme- 
ral, temporary, sporadic insurance, tak- 
en to oblige a friend in business straits 
or at the instigation of some shallow- 
pated, superficial representative who 
makes the speculative or the loan value 
his chief argument, and the policy loan 
trouble will correct itself without re- 
sort to legislation or the urgency of 
sensational publicity through the news- 
papers of the ‘inhuman and sinister’ 
sort.” 
Questions and Answers. 

We sum this proposition up to parallel 
so far as we can Mr. Woods’ questions 
against Mr. Edgar’s answers. Mr. 
Woods asked: 

If you were president of a life 
insurance company, and you found 
that what was intended as a privi- 
lege—borrowing upon a life insur- 
ance policy—resulted in nineteen 
cases out of twenty in the policy 
being lost to the family, would you 
keep still and let policyholders con- 
tinue to mortgage their policies? 
If The Bellman were the president 

of a life insurance company which ex- 
ecuted a policy with a loan value, he 
would certainly not attempt to prevent 
a policyholder from exercising his con- 
tract rights, although he might not 
“keep still,” and he might as a private 
individual deplore the exercise of such 
rights. 

If you were running an agency of 
a life insurance company, and you 
found that your agents, in urging 
people to take policies, were in the 
next breath telling them to mort- 
gage them, and you knew this mort- 
gaging of policies was often done 
from caprice and not from neces- 
sity, and that in nineteen cases out 
of twenty it meant the lapsing of 
the insurance that the agent was 
working to effect, would you let it 
go on, even if it did make some 
more sales? 

If The Bellman were “running an 
agency of a life insurance company,” 
and found that his agents were urging 
people to take policies “and in the next 
breath telling them to mortgage them,” 
he would discharge such agents. He 
would not blame the policyholder, he 
would blame the agent, and incidentally 
he would blame himself for employ- 
ing such a shortsighted representative. 
He would not permit agents to sell 
policies and then urge the holders to 
use the loan privilege to their disad- 
vantage and the disadvantage of the 
company. 

If you were president of a life 
insurance company, and you found 
that the great bulk of your policy- 
holders did not know that the loan 
privilege, properly used, should be 
used as a last resort, and that, in- 
stead of this, the average policy- 


holder used it ag a first resort, and 
that it is contrary to all principles 
of eredit to use up first the surest 
credit, that a shrewd borrower 
should keep the surest credit to the 
last, would you keep quiet? 


If The Bellman were president of an 
insurance company, he would endeavor 
holders 


to see to it that his policy 
realized the difference between the 
proper and improper use of the loan 
privilege. He would expect to do this 
through the use of intelligent and 
conscientious agents. It is not “good 
business” to encourage immediate bor- 
rowing on policies; on the other hand, 
if this privilege is clearly granted by 


the terms of the contract, the com- 
pany writing it has neither legal nor 
Its duty is to 


moral right of protest. 
abide by its contract. 

If you had, over and again, to 
take a check to a widow for say 
seven hundred dollars on her one 
thousand-dollar policy, and explain 
to her what her husband never told 
her, that the reason she did not get 
the one thousand dollars she was 
counting on but only the seven hun- 
dred dollars you bring her was be- 
cause her husband, without even 
telling her, had borrowed three 
hundred dollars on the policy, and 
witness her regret, and often dis- 
tress, would you keep quiet and let 
agents go on freely offering the 
loan privilege to sell policies, and 
policyholders go on borrowing from 
them? 

You speak as if the growth of 
business insurance might expain the 
borrowing. I see numbers of cases 
where business insurance has been 
placed by the argument that here 
was a reserve fund that could, as 
a last resort, be used as a borrow- 
ing fund, at a low rate of interest, 
to tide the firm over, and instead 
of being so used the borrowing 
privilege was immediately availed 
of, sometimes to pay the third pre- 
mium, thereby defeatin'g the very 
purpose, and, as in other cases, 
meaning the early lapse of the in- 
surance. Is it good business to let 
this go on and say nothing? 

Again, you assume that business 
insurance is quite usual. I doubt 
whether one policy in five hun- 
dred issued in the United States 
is a business policy. We make a 
specialty of it in Pittsburgh, our- 
selves, and I doubt whether here 
the ratio of business insurance to 
insurance taken for the family is 
one in several hundred. Ninety per 
cent. of the policies carried in the 
United States are upon some life 
Plan, not endowment, and I pre- 
sume the same proportion is _ in- 
tended for the family. Are there 
any data whatever upon which to 


assume that this borrowing is 
chiefly confined to business poli- 
cies? 


There are no data upon which to as- 
sume that borrowing is chiefly confined 
‘o business policies; on the other hand, 





— 


there are no data upon which to assume 
the contrary. The point The Bellman 
made in the editorial referred te was 
that, in the absence of more detailed 
and accurate statistics, there is no oc- 
casion for creating a nation-wide ex- 


citement over the matter, leading 


newspaper articles denouncing as “in- 


human and sinister’ the realization 
the loan value on a policy. 

Life insurance is the one sub- 
stantial evidence of America’s 
thrift and providence; but to urge 
a man to take a policy and the next 
minute suggest that he mortgage 
it is like urging that a man have 
his home clear and then suggest- 
ing how readily money can be rais- 
ed upon it. Surely, officers of life 
insurance companies would be 
derelict in their duty if they kept 
quiet, knowing the facts. 

Some day insurance will go even 
further than it does in trying to see 
that money is not wasted or lost in 
speculative investments even after 


=== 


the poliey has been paid. I doubt 
very much whether, if you were the 
presidemt of a life ingurance com. 
pany amd knew that the average 
widow went through her insurance 
money in seven years, you would 
to feel your duty ended when the 
check was given to her, and that 
of it was no concern of yours wheth- 


er she lost or spent the money, and 
thus defeated the real purpose for 
which her husband, often at con- 
siderable self-sacrifice, made pro- 
vision for her that he certainly 
did not intend to be quickly lost or 
wasted. 

When life insurance goes 


further 


than it now does, as Mr. Woods says 
it will some day, and undertakes to see 
that money is not wasted, or lost in 
speculative investments, even after 
the policy hag been paid, it will assume 
a prerogative which it does not now 
possess. When life insurance assumes 
perpetual parental control of the 
(Continued on page 6). 





The State Life Insurance Company 


INDIANAPOLIS 
Not The Oldest--Not The Largest--Just The Best 





ELEVEN MIL 
Deposited With The State of 


Policyhelders 


LION DOLLARS 


indiana For The Sole Protection of 





Address CHARLES 


Good Territory and Remunerative Contracts for Men Who Can 
«Do Things ’”’ 


1231 State Life Building 


F. COFFIN, Vice President 








EMISOM, 
THE DALLAS. TEYARKANA® 
BIG FT.woRTH ? 
TEXAS GREAT 





Dec. 31,1913 





ioc GREAT SOUTHERN 


fori J. 5. RICE, President 


se a" COMPANY OUR RECORD 
COMMENCED BUSINESS NOVEMBER 1, 1909 
GROSS ASSETS a — 
$655,004.93 $992,000.00 
Dec. 31, 1910 1,057,016.02 5,352,260.00 
Dec. 31, 1911 1,128,912.85 10,057,028.00 
Dec. 31, 1912 1,306,689.41 14,859,856.00 


1,500,835.10 23,650,512.00 
FOR AGENCY C 
O. S. CARLTON, Vice-President - - 


Life Insurance Company 
HOUSTON, TEXAS 
J. T. SCOTT, Treasurer 
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The New Policy Contracts 


ISSUED BY 


THE GERMANIA LIFE INSURANCE COMPANY OF NEW YORK 
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Policy Perfection +4 combined with Liberal Agency Contracts 





Offer to Life Underwriters of proven ability and integrity unexcelled opportunities for 
= GENERAL AGENCIES 
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rigLD CLUBS FOR MUTUAL 


LARGE WRITERS ARE MEMBERS 








Convention of Eastern Agents in Atlan- 
tic City This Week—Southerners 
Meet Next Week. 





The Eastern Field Club of the Mutual 
Life of New York held its first conven- 
tion in Atlantic City on Tuesday and 
Wednesday of this week. Only agents 
attended, managers not being invited; 
and every man present had paid for 
$100,000 or more business since May 1, 
1913. 

The Southern Field Club will be next 
io meet, gathering in Washington next 
week. Sometime in June the Western 


field men will have a convention in 


Colorado Springs. 

The field clubs are a distinct depar- 
ture for agents of the Mutual Life. The 
meetings this week turned out to be 
tremendously enthusiastic, showing 
that the innovation is a great success. 

In 1913 notice was sent to agents 
advising the requirements ‘for qualifica- 
tion for membership in field clubs, say- 
ing it would be based on the volume 
of business paid for in twelve counts 
beginning with May 1, 1918. The num- 
ber of agents qualifying for membership 
in Eastern division club was 122; for 
the Southern division club, there were 
78 qualified; for the Western division 
club; 117 qualified. 

George T. Dexter, vice-president, will 
be in attendance at each of the meet- 
ings, and it is expected, great stimulus 
will be injected into the agency force 
of the Mutual Life which will result in 
an increased production during 1914. 

Each one of the agents qualifying in 
the clubs was given a medal and a 
membership card. 





FOLLOW HILL’S ADVICE. 





George W. Murray, of Home Life, Tells 
How Dakota Farmers Are 
Wooing Prosperity. 





George W. Murray, superintendent of 
agencies of the Home Life, has returned 
from a trip that took him as far West 
as Aberdeen, S. D., and during which 
he made a number of agency appoint- 
ments. He was considerably interested 
in observing the optimistic spirit pre- 
vailing in South Dakota, brought about 
largely through the farmers following 
advice given them by James J. Hill, col- 
onist and railroad king. 

For ten years the farmers of South 
Dakota were unusually prosperous; 
then came five years of crop failures, 
which brought in their train an emigra- 
tion to the Canadian Northwest of thou- 
sands. Mr. Hill began a propaganda 
warning farmers against putting all 
their eggs in one basket and suggest- 
ing that they go in for raising livestock, 
instead of banking too much on grain 
crops. 

A bit of advice from Mr. Hill, much 


quoted, was this: “There is more 
money to be made in three hogs than 
there is in cultivating an acre of 
ground for a life-time.” Thousands of 
farmers who found prosperity in the 
Canadian Northwest a will o’ the wisp 
have returned to the Dakotas and Min- 
nesota. 

While away Mr. Murray looked into 
the condition of the automobile busi- 
ness to see what effect it was having 
on general business trade conditions. 





GET-TOGETHER MEETING. 





Equitable Representatives Entertained 
at Business Luncheon in Waldorf- 
Astoria—Officers Speak. 





The managers and agents of the Met- 
ropolitan district of the Equitable were 
entertained at a business luncheon at 
the Waldorf-Astoria a few days ago. 
Vice-President John B. Lunger pre- 
sided, three hundred representatives of 
the company being present. George 
Boldt, the owner of the Waldorf-Asto- 
ria, who is a director of the Equitable, 
also was'on hand and met many of the 
general agents. 

This gathering was the first get-to- 
gether meeting that has been held by 
the Equitable here since 1910, the occa- 
sion being to congratulate the agents 
of the New York metropolitan district 
for their splendid accomplishments in 
1913. 

Among those who spoke were George 
T. Wilson, second vice-president; Leon 
Fisher, third vice-president; Dr. Frank- 
lin Wells, chief medical director; Major 
William A. Wilkinson, agency supervi- 
sor of the Eastern States; and A. G. 
Borden, superintendent of the agency 
bureau. 





STATE GETS MORE TAXES. 





Provident Life & Trust Loses When 
Court Holds Act Valid. 





The supreme court through Justice 
von Moschzisker, has vacated the in- 
junction secured by the Provident Life 
& Trust Co., against the board of re- 
vision of taxes, restraining it from col- 
lecting four mills on every dollar of 
assets. The attorney general stated 
that an additional $250,000 would be 
secured by the State from life com- 
panies as the result of the decision. 
The court reversed the decision of the 
court below which sustained the con- 
tention that the title to the law was 
insufficient and confusing and that the 
application of the tax would be unlaw- 
ful discrimination. 





PENN MUTUAL CONVENTION. 


The annual meeting of the Penn Mu- 
tual Life Agency Association will be 
he'd in Atlantic City on May 26-28. The 
program includes an entertainment by 
the company on May 27 and the annual 
banquet on May 28, preceded by a re 
ception to officers and trustees of the 
company. 


AGAINST GOV'T SUPERVISION 


SPEECHES MADE IN PROVIDENCE. 








J. 1. D. Bristol and Edgar C. Fowler 
Also Talk Part Time—institu- 
tional Advertising Discussed. 





At a meeting held in Providence a 
few days ago the Rhode Island Under- 
writers’ Association voted to hold a 
large athletic field meet in June. The 
shore dinner and athletic carnival hela 
last August at the Warwick Club, on 
Narragansett Bay, will long be remem- 
bered as one of the most pleasant af- 
fairs in the history of the associa- 
tion, and the members are looking for- 
ward with keen interest to the pro- 
posed field day. 

The guests of the evening were John 
I. D. Bristol, New York manager for 
the Northwestern Mutual Life, and Ed- 
gar C. Fowler, Superintendent of 
Agents for the State Mutual Life of 
Worcester. Following the dinner Mr. 
Bristol and Mr. Fowler addressed the 
association, after which a general dis- 
cussion was indulged in by the assem- 
bled underwriters on the subject of 
“Part Time and Brokerage Business.” 
This discussion proved very interest- 
ing, owing to the fact that much busi- 
ness is placed in Rhode Island under 
that system. 

Securing New Agents. 

In the course of his talk Mr. Bristol 
said of the “Part Time” question: 

“Why do we have trouble in getting 
new agents and in making men stick? 
Because life insurance men do not get 
life insurance commissions. “The bus- 
iness of life insurance will never be 
at its best until life insurance com- 
missions are paid to life insurance men 
only.” The promising new agent is 
rare. He must have a moral nature 
with a strong love of truth; he must 
have energy, executive qualities and a 
great capacity to absorb knowledge.” 

Banish “Agents for a Day.” 

“Life Insurance is a business and not 
a profession. Many men possessing 
these qualities are discouraged and 
cease the business, because it tolerates 
and even goes so far as to encourage 
the evil practices of part time-ism and 
brokerage business. One good new 
agent is worth more than all the help- 
ers in the United States. The present 
practice of writing insurance tends to 
sift out the honest and retain the un- 
desirable class of solicitors. We must 
combat this system of appointing 
‘agents for a day.’ As long as we have 
part-time men and helpers there will 
be rebating, because the way is opened 
by which the transaction may be cov- 
ered. Many men would not think of 
rebating if there were no competition 
with part-time and helper-ism. The 
system is vicious; in fact, it enables 
an inefficient life insurance man to 
make a good, though absolutely fic- 
titious, record in producing new busi- 
ness. My agency will accept applica- 
tions from men who are giving their 


whole time to the Northwestern only 
and are licensed agents of the com- 
pany. Last year one of them averaged 
eight calls a day and earned a little 
over $5 per call. The part-time man 
and the broker make no calls. What 
he gets in commissions really comes 
out of the bona-fide agent who calls.” 
Real Agent a Student, 

“All real agents are striving.to be- 
come experts in life insurance, but 
what is the use of experts if part-time 
men get the business? Policies are 
kept in force by the regular agents. 
They are generally paid renewals pri- 
marily to keep the policy in force. 
One other than the regular agent has 
no particular interest in keeping the 
policy in force, in fact, does not know 
how.” 

Capital Required. 

“The general agent of today should 
have capital, so as to be able to de- 
velop men in the small town and coun- 
try, as well as in the city. There is 
enough business in the small town and 
country to keep a whole-time man 
busy, if he is properly trained and as- 
sisted by the general agent. Agency 
protection has always built up the bus- 
iness and made it profitable for the 
regular agents, as well as the general 
agent. Part-time brokerage business 
always means a one-man agency, be- 
cause the whole-time agent cannot 
make a living under the system.” 

Clashes Again with Protection. 

“New York, Michigan, Illinois, Mary- 
land and Connecticut have enacted a 
law voiding any contract taken with a 
rebate. This is a real step toward 
protection, but we do not want, or 
need, governmental control of life in- 
surance in this country. All general 
agents should stand together and make 
public the fact that no business will be 
accepted from part-time men. The 
sales in every line of business except 
life insurance are _ protected. We 
should clothe the life insurance man 
with a mantle of protection, at least as 
secure as that borne by the agent for 
a certain brand of whisky.” 

Mr. Fowler’s Talk. 

Mr. Fowler in a stirring talk in 
connection with “Institutional Adver- 
tising,” digressed from the subject long 
enough to champion the cause of the 
legitimate part-time agent, and to warn 
the life underwriter against boosting 
the movement for government control 
of insurance by dodging the income 
tax. He also paid a glowing tribute to 
the Life Underwriters’ Association. 
He said in part: 

“Institutional advertising should be 
paid for by the underwriters’ associa- 
tions, by the agents themselves, and 
not by the companies. If the adver- 
tising is going to do any good, it will 
greatly benefit the agent in increasing 
his sales. The companies are doing 
all they can to lower the cost of in- 
surance to their policyholders and we 
should not load them with an additional 
expense.” 

Legitimate Part-Time Man. 
“I thoroughly agree with Mr. Bris- 


(Continued on page 7). 
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DISCUSS OVERWEIGHTS 


TABULATION SHOWS EXPERIENCE 


Dr. Damon B. Pfeiffer Medical Director 
Fidelity Mutual Life Writes 
on the Subject. 











In the last issue of the “Fidelity 
Field Man” published by the Fidelity 
Mutual Life, Dr. Damon B. Pfeiffer, 
Medical Director of the Company pre- 
sents the following interesting data 
on the question of “Overweight Risks:” 

Perhaps no other impairment has 
been, or will continue to be so pro- 
lific a source of agent’s heartburn as 
overweight. Bulk, strength and -the 
appearance of robust health in a man 
always excites our admiration and at 
times, our envy. The physical giant 
seems to be especially designed by 
nature to withstand the storm and 
stress of life, and even to defy the 
strength of the Grim Reaper himself. 
It is, therefore, a perennial shock to 
the average man to find that his 
eugenic ideal is not in high favor in 
insurance circles. The condition from 
the agency standpoint is further ag- 
gravated by the fact that overweight 
becomes increasingly serious in later 
life when your large forceful friend 
has accumulated considerable surplus 
funds which he is willing to apply to 
the beneficent purposes of life insur- 
ance. 

Difference of Opinions. 

This state of affairs inevitably leads 
at times to differences of opinion be- 
tween agent and applicant on the one 
hand, and the Department of Selection 
on the other. However, inasmuch as 
the larger interests of the business- 
getting and business-selecting functions 
are identical we should be able to 
harmonize conflicting opinions on a 
common ground of fact. 

Interesting Table. 

One of the most exhaustive studies 
in the recent Medico-Actuarial Mortal- 
it) Investigation relates to the influ- 
ence of build on mortality. A glance 


Nothing more need be said to arouse, 
torn as he is between the cold logic 
of facts and his sympathy for the ex- 
pectant agent who naturally views his 
torn as he is between the cold logic 
prospect as “one of the best risks ever 
put on the books.” 

Two Classes Overweights. 

And yet, not all overweights die pre- 
maturely. Can we select out those 
who will and eselect in those who 
will not? In a measure, yes; with cer- 
tainty, no. It is a truism to say that 
there are two classes of overweights 
(1) those who “carry their weight 
well,” large of frame, firm of flesh, 
erect of carriage, and (2) those who 
are obviously fat, stodgy, pudgy or 
other descriptive adjective. A line 
must be drawn between these two 
classes. 

Again, a family history in which 
heavy weight is conspicuously asso- 
ciated with longevity should and does 
entitle the applicant to more consider- 
ation. Accuracy in the history is es- 
sential. 

Habits of work, eating and drinking 
have their bearing. A hundred years 
ago John Abernathy said “one-half of 
what we eat keeps us, the other half 
we keep at the risk of our lives.” 

Each Case a Problem. 

Purely medical factors may help or 
diminish the applicant’s chances. The 
heart, the arteries and the kidneys are 
especial danger points. Presence or 
absence of disease of these important 
organs, whether in the applicant’s 
family or personal history, or elicited 
in the examination are often deciding 
factors. Each case thus presents its 
own special problem. 

But when all that is definite for judg- 
ment is said it still remains true that 
there comes a time when age and over- 
weight combined present a problem too 
dificult for examiner or selector. 
Such cases must be treated on the 
group principle in much the same man- 
ner as occupational hazards. The ex- 
tremes must be declined. The less 
dangerous can be accepted on modified 


Ratio of Actual Deaths to Expected 


By Medico-Actuarial Table, according tonumber of pounds variation 
from average weight. 


Ages at Aver. Weight +15 to 20 
Entry Mortality +5 )bs. +10 Ibs. Ibs. 
20-24 104.p.c. 102.p.c. 99.p.c. 97p.c. 

25-29 100. 99. 97.5 96.5 
30-34 97. 96.5 96. - 97. 
35-39 95. 96. 101. 101. 
40-44 94. 96.5 96.5 108. 
45.49 93.5 975 100. 112. 
50-53 94.5 99. 102. 112.5 
54-56 95.5 995 102.5 112. 
57-59 95.5 99.5 102. 111.5 
60-62 95. 98.5 101. 110.5 


at the following table shows the results 
attained in the analysis of approxi- 
mately three-quarters of a million in- 
sured lives with reference to build. 
Only that part of the table which deals 
with overweight is given. No risks 
regarded as sub-standard are included 
in the investigation. 
Shows Increased Mortality. 

This shows a rapid increase in mor- 
tality running parallel with increasing 
a@ge and increasing weight above the 
normal. It shows that insurance com- 
panies have sustaimed large losses by 
insuring overweight risks at ordinary 
rates and it means, furthermore, that 
any company which opens the. gates 
to the overweight is incompetent or 
recreant in its duty to its policyhold- 
ers. It is worthy of note also that 
it has been common knowledge for 
years among Medical Directors that 
overweight is a serious impairment re- 
quiring special vigilance in selection. 
The mortality sustained, therefore, does 
not represent the general mortality 
among overweights but the mortality 
of an already selected group. The 
slight drop in the mortality noted in 
the highest age groups is due probably 
not to any diminished effect of the 
impairment at these ages, but to ex- 
treme selection owing to the just fear 
of combined age and avoirdupois. 





+25 to 30 +35 to45 +50to60 +65 to80 
Ibs. lbs. Ibs. Ibs. 
102.p.c. 104.p.c. 110.p.c. 125.p.c. 
104. 108. 116. 132. 
109. 118.5 131. 149. 
112.5 133. 151. 172. 
115. 141. 157. 181. 
116.5 139. 155. 178. 
116.5 132. 150.5 172. 
116. 122. 142. 162. 
114.5 117.5 134. 153. 
112.5 114, 130. 148. 


The intermediate must submit 
in- 


plans. 
to both modification of plan and 
creased cost of insurance. 

Differs With Age. 

An important point is the discovery 
that average weight is not at all agés 
the best weight with respect to mor- 
tality. Those who are a few pounds 
above the average at the younger ages 
are shown to be safer risks than those 
of average weight. In later adult life, 
on the contrary, the best experience 
is found among those who weigh less 
than the average. This represents not 
the average limits of weight but is the 
path of best mortality according to 
physique alone. It is, therefore, a su- 
perior guide to the agent and the ex- 
aminer in determining the relation of 
physique to life insurance. The great- 
er the deviation from these limits, the 
worse the risk, regardless of what the | 
average man may weigh at a given 
age. It is obvious, therefore, that those 
who are above the high limit of the) 
table are overweights, and conversely, 
those who weigh less than the lower 
limit are lightweights. 





TO MEET IN CAPE MAY. 


The Meeting of the Century Clubs | 
of the Equitable Assurance Society 
will be held in Cape May, beginning 
September 9. 





MISSOURI STATE WILL BUILD 


A SEVEN-STORY HOME OFFICE. 








Progressive St. Louis Company Out- 
grows Its Present Quarters— 
Structure Will Cost $260,000. 





The slogan “Growing Pains” adopt- 
ed by the Missouri State Life under its 
present management is much in evi- 
dence these days. The latest symptom 
to make its appearance is that the 
company, having outgrown its present 
home office accommodations, has com- 
menced the construction of a building 
for its own use. This will be a hand- 


some seven-story structure, with base- | 


ment, covering the entire lot, which has 
a frontage .of 103 feet on Locust and 
St. Charles Streets, and 155 feet depth 
on Fifteenth Street. It is only abour 
five blocks from the recognized busi- 
ness center of the city, and is in the 
line of growth. It has streets on three 
sides. 

The exterior of the building will be 
of white tile, and the construction will 
be of steel and reinforced concrete. 
The building will be fireproof, and will 
be unusually well lighted, well heated, 
and well ventilated. 

An option on the lot was obtained the 
latter part of last September, with the 
right of purchase which was exercised 
on January 6th, this year. The lot cost 
$110,000, and the building will cost 
about $260,000. The company will use 
practically all of the building except 
the top floor and a part of the lower 
floor; the income from which will 
amount to about $12,000; so that the 
company will secure nearly five times 
its present space for about the same 
money it is now paying as rent. Be- 
sides, it will have the advantage of hav- 
ing numerous vaults for its valuable 
papers, and will be equipped in every 
way to facilitate the transaction and 
handling of its rapidly growing busi- 
ness. 

Work has already begun on the build- 
ing, and it is to be completed not later 
than January 15 next. It is to be so 
constructed that it will carry an addi- 
tional four stories when needed. 





GROUP PLAN CONTEST. 


The Cleveland Life is conducting a 
contest this month for business written 
on the group plan, and Superintendent 
of Agents Gleeson says that present in- 
dications point to all previous records 
for May production being broken. 





TRIBUTE TO C. A. FOEHL. 





Philadelphia Manager of Prudential 
Made Honorary Member of Pitts- 
burgh Life Und. Ass'n. 





At a meeting of the executive com- 
mittee of the Pittsburgh Life Under- 
writers Association a resolution was 
adopted to elect Charles A. Foehl, for- 
merly manager for The Prudential in 
Pittsburgh, who now occupies a similar 
position with the Company in Phila- 
delphia, an honorary member of the 
Pittsburgh Association. At the recent 
meeting of the association the resolu- 
tion was unanimously carried. 

In notifying Mr. Foehl, Secretary 
Ryan said: “On behalf of the asso- 
ciation I have the honor to advise you 
of this action and to congratulate you 
for the love and esteem of the entire 
membership which by your sterling in- 
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HOME LIFE 
INSURANCE COMPANY 


OF NEW YORK 





The fifty-fourth annual statement 
of the Home Life Insurance Com- 
pany, of which George E- Ide is 
president, appears in the Herald's 
advertising columns this morning. 
It shows substantial progress along 
conservative lines. Assets increased 
during the year to more than $29. 
000,000, after paying to policy- 
holders nearly $3,000,000, includ- 
ing $540,000 in dividends. The in- 
surance in force is more than $1 | 6,- 
000,000, being an increase during 
the year of nearly $5,750,000. 


New York Herald, January 22, 1914 


For Agency apply to 
GEORGE W. MURRAY, Supt. of Agts. 
256 Broadway, New York, N. Y. 








It Pays To Investigate 
Our Contracts Are All Direct 








We are looking for a 
man who can handle 
men. 


Pittsburgh 
Life & Trust Company 


Home Office 
Pittsburgh, Pa. 


HOWARD S. SUTPHEN, 
Director of Agencies 


WwW. C. BALDWIN, 
President 











You Wish To Be Paid Well 











for your efforts. Producers receive 
liberal compensation under the 


Direct Agency Contract 
OF THE MANHATTAN LIFE 





A top-notch renewal income as- 
sured for years to come. 

Several pieces of excellent terri- 
tory, with exclusive rights, open 
for men of character and ability. 


Qeaoaeqg@aeaweepa & 2 & eae eaeae a aa sate emeee oe 


For particulars address i 
7 

THE MANHATTAN LIFE 
INSURANCE COMPANY c 












tegrity and activity in the association’s | | 66 BROADWAY NEW YORK . 

welfare you have so richly merited.” A 

9. 

Ambitious, Productive and Trustworthy Life Agents may be hs 

benefitted by corresponding with the . 

. a ~ 

Berkshire Life Insurance Company ; 
of Pittsfield, Mass. 

Ine. 1851 b+ 

New policies with modern provisions Attractive literature rc 

W. D. Wyman, President W. S. Weld, Supt. of Agencies sh 
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RELATION OF INSURANCE TO BANK CREDITS 


Address of Col. Fred W. Fleming, Vice-President Kansas City Life Insurance 
Company before Texas Bankers’ Association. 
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(Continued from last week). 
Growth of Banking in Texas. 


The romantic history of Texas, pr i its 
admission into the Union, will always be a 
subject of — ga interest to every boy and 
irl in America. nd the tremendous strides 
in the commercial development of the State are 
not less wonderful. Twenty years ago the na- 
tional banks of Texas had capital and surplus 
amounting to 28% million dollars and deposits 
of 2 million, Last year their capital and sur- 
plus had grown to 76 million and deposits had 
shown the enormous increase of 700 per cent., 
reaching 184 million dollars. The State banks 
and trust companies are not included in these 
figures and during the past five years will show 
even greater percentages of growth. 


Life Insurance 150 Years Ago. 

While banking is one of the oldest lines of 
business in the world, the beginning of life in 
surance upon scientific principles was in 1762, 
when a company was formed in London. It 
was called the Equitable, but lack of informa- 
tion prevented it from establishing equitable 
premiums. On all ages between 12 and 45 years 
there was a flat charge of $50 for 12 months’ in- 
surance, or, approximately, three-fold’ greater 
than the present cost. The first American com- 
pany began business 71 years ago. Its early 

licies are objects of curiosity at this time. 
They were clumsy contracts with many amus 
ing features. For instance, all rights there- 
under were forfeited if the insured moved to 
the city of Washington or any town with 50,- 
oo inhabitants, or, if he traveled west of the 
Mississippi River, without the written consent 
of the company. 

The United States Leads the World. 

While of comparatively recent origin, imsur- 
ance has made tremendous strides in this fav- 
ored land. In American companies and socie- 
ties there are nearly 40 million policies in force, 
fepresenting 26,000 million dollars of insurance, 
or, in other words, 2 billion dollars. The 
resources of one company are nearly equal to 
three-fourths of the capital of all the national 
banks. Another company has 14 million policy 
holders—a number equal to one-seventh of the 
entire population of the United States. Its 
membership exceeds the total inhabitants of 22 
States, and is greater than the combined popu- 
lation of New York, Chicago, Philadelphia, St. 
Louis, Boston, Baltimore, Buffalo, Atlanta, New 
Orleans, Birmingham, San Francisco, Los An- 
eles, Denver, ansas City, Minneapolis, St. 

aul, Milwaukee, Dallas. Houston, San Ano 
nio, El Paso and Fort Worth. 

The 235 old-line life companies of America 
have resources of 4,654 million dollars—a sum 
twice as large as the combined capital of all 
the 29,254 banks of this country, with the capi- 
tal of the Bank of England, Bank of France. 
the central Banks of Russia, Italy, Spain, Aus 
tria, Belgium, Sweden, and the Faaperial Bank 
of Germany thrown in. The accumulations of 
the life insurance companies are 1,290 million 
dollars greater than the total amount of money 
m circulation. 

This enormous savings deposit is the wealth 
of the American poor. 

The average policy is about $650.00 and the 
cash value of each about $120.00. 

Rapid Growth of Western Insurance. 

With the marvelous development of material 
wealth in the Southwest there has been a corre- 
Ss increase in the financial transactions 

rough the banks, but one of the interesting 

facts worthy of mention is the growth of West- 
ern life insurance during the past eight years. 
In the territory west of the Alleghanies, com- 
prising the interior and western sections of the 
country, during 1904 the amount of new in- 
Surance written was approximately 1,025 million 
dollars, of which 2 of the older companies 
located in New York and vicinity wrote 70 per 
cent. During 1912 the amount of new insurance 
in the same territory was 1,369 million dollars, 
and the same 20 eastern companies obtained 
only 47 per cent., leaving 53 per cent. of the 
new business for life organizations located west 
of Pittsburgh. In other words, more than one- 
half of the new business in life insurance in 
Western and Southern —s is now being 
written by the Western and Southern compa- 
nies. The development of prosperous life or- 
ganizations in the different States of the West 
and South will, in future years, contribute 
greatly to the general prosperity. 
_ While life insurance upon scientific lines had 
its origin in London 75 years before the first 
American company was born, insurance has 
reached its highest development in the United 
States. In approximate figures, the amount of 
imsurance in force in all the companies of 
Continental Eurove is 4,600 million dollars: in 
the United Kingdom of Great Britain and Ire- 
and, 3,500 million dollars; in Australia and 
New Zealand, 575 million; in Central and South 
America and Asia, - million; or a total of 
9,000 million in round numbers. 

The amount in force in American companies 
and societies is nearly three times greater than 
in all of the rest of the civilized world. 

From the beginning of life insurance in this 
country, the bankers, as a class, have been its 
®most liberal patrons, and the banks hold in the 
course of business an average cash balance of 
more than 100 million dollars of life insurance 
fands every day in the year. 

Banks, insurance p ies, trust ¢ pani 
building and loan associations are all trying by 
different methods to increase the general pros- 
perity. There is a genuine community of in- 

between all financial organizations con- 
ducted along the right lines. All of them 
should oppose extravagance and waste, encour- 











age industry and thrift and co-operate to mini- 
mize the evils of poverty and human suffering. 


Insurance a Credit Factor. 

The relation of insurance to bank credits has 
beeome a live subject in commercial banking. 
No prudent banker would extend large credit 
to a merchant whose stock of goods was not 
indemnified against possible loss by fire; not- 
withstanding the possibilities of loss are very 
remote. There is practically no risk upon a 
fireproof building equipped with sprinklers, and 
the chance of fire is less than one in a hundred 
on any building, yet, every merchant protects 
his property by fire insurance. 

Now, life insurance, like insurance against 
fire, has a special field in bank credits. The 
credit of physicians, lawyers, public officials, 
architects, civil engineers, teachers, railway of- 
ficials and: other salaried men is based very 
largely upon the continuance of their earning 
power during their expected term of life. In- 
surance is the only way the money value of 
their efficient labors can be secured against un- 
timely loss. 

Partnership Insurance. 


_ In loaning money to firm partnerships it is 
important for the banker to know what pro- 
vision, if any, has been made to meet a condi- 
tion which would result from the death of one 
or more members of the firm. It is a well nigh 
universal practice in England and Germany to 
include in partnership agreements provision for 
handling the interest of a deceased member 
Under the laws of Texas and many other States 
the death of a partner terminates the partner- 
ship. Is it not wiser to provide against this 
possible contingency by life insurance, instead 
of waiting until such emergency arises and im- 
poses ofttimes a heavy burden upon the survi- 
vor of borrowing money to buy the dead part- 
ner’s interest? . 

Merchants and dealers in live stock and farm 
implements, enjoying a general line of credit, 
give their bank notes taken from their custom. 
ers, duly endorsed by them, and the bank 
usually eae to the endorser alone. When it 
is remembered that quite a large percentage of 
discounted paper is not paid at its first ma 
turity, but renewed, in some cases, several 
times, it will be seen that the quality of such 
security would be greatly improved if the bank 
had as additional collateral, insurance upon the 
lives of such customers. In the event the en 
dorser died, the duty of looking after renewals 
on such notes would devolve upon the bank, 
and the maker of the paper might become less 
interested in its prompt payment than if the 
endorser had lived. Jntimely deaths among 
the leading members of a firm carrying a gen 
eral line of discounts with a commercial bank, 
coming at a time when money is tight, or 
where the business conditions in that particu- 
lar line are abnormal, might increase these 
possible difficulties. 


Human Life Source of Wealth. 


It has been well said that human life is the 
chief basis for credit. In nearly every success- 
ful enterprise, its most valuable asset is the 
human life, especially trained by years of study 
and experience to efficiently conduct its aftairs 
It woul be difficult to select any one of the 
most important business organizations in the 
United States, in which there has not beer 
some time in its history when the death of one 
man most important in its ‘affairs would have 
seriously affected its credit and prevented its 
success. This menace to the continued suc 
cess of “he firms and corporations is being 
minimized by carrying partnership insurance 
upon the lives of its most efficient officers and 
heads of departments. 

One of the most successful bankers in Mis 
souri told me 25 years ago, that his rule in 
passing upon credit was to be satisfied that 
Ris customer was honest, in good health and 
knew what he was doing. Industry, integr:' 
and initiative with good judgment usually make 
for success, and the ability of a customer to 
manage his affairs in a successful way, is, of 
course, an important factor in credit; but, con- 
tinuing to live is indispensable to success, and, 
as life is uncertain, the danges of any | this 
important asset can be guarded against by in 
surance. 

All of the lumber in eastern Texas and the 
coal fields in Oklahoma had no commercial 
value 100 years ago. It is human life that cre- 
ates value for all forms of material wealth. Of 
the 1,500 banks in Texas, the amount of profit 
made by one bank more than another is more 
largely determined by the business qualifica- 
tions of its cashier than the county in which it 
is located. 

A. T. Stewart, the multi-millionaire merchant 
prince of New York, built up the greatest or- 
ganization for selling merchandise then exist- 
ing in the world. e was a shrewd judge of 
men, and realizing failing health, selected Judee 
Hilton as his executor and initiated him into 
the administrative details of the business. As 
a merchant, Judge Hilton was a miserable fail- 
ure and the Stewart stofe closed up. Later, 
in the same city, and in the same building, 
another great retail establishment was success- 
fully established under the management and di- 
rection of John Wanamaker. The personal 
equation in i is emphasized by this in- 
cident, and the productive value of human life 
in the mass constitutes the greatest wealth of 
this or any other country. The lives of the 
American people are worth five times more 
than all forms of its material property. 


Opinions of America’s Greatest Bankers 
The practical value of life insurance in 


(Continued on page 8). 








THE AVERAGE EARNINGS OF THE AGENTS 
OF THE 


Standard Life Insurance Company 
“ “ OF PITTSBURGH .. .. 
are higher this year than ever before. Our 


attractive Accident and Health Policies 
have helped them to make more money. 


Write for a LIFE, ACCIDENT AND HEALTH Contract to 
Mr. FRANK A. WESLEY 


Vice-President and Director of Agencies 











THE PROGRESS 


THE FRANKLIN LIFE 
INSURANCE COMPANY 


Is Steady Sure Solid 


GOOD TERRITORY FOR RELIABLE MEN 
IN THE 


GREAT MISSISSIPPI VALLEY 


Contracts direct with the Company 
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Address, Home Office, Springfield, III. 








Excellent Opportunities For Good Men 


HIGH COMMISSIONS 
LOW RATES 
SALABLE POLICIES 





SCRANTON LIFE INSURANCE COMPANY 


HOMER V. TOULON, Manager 


1098 Drexel Building - - - - PHILADELPHIA, PA. 




















Pan-American Life Insurance Company 


New Orleans, Louisiana 


C. H. ELLIS, President 





Total Insurance in force December 31st, 1913............. $13,280,105 
Total Resources December 31st, 1913............ - 2,230,532 





We have a few attractive openings for the right men, offering opportunity 
for the development of lucrative agencies and future advancement with 
our Company. For full particulars, Address: 


E. G. SIMMONS, Vice-President and Agency Manager 


Whitney Central Building 
New Orleans, Louisiana 
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NCOMB POLICY 


MEANS GUARANTEED PROTECTION 








Safeguards Beneficiary From Indiscrim- 
inate Shark—No Depreciation in 
its Market Value. 





There is perhaps no plan of protec- 
tion presented by life insurance sales- 
men to their clients more persistently 
than that afforded under the monthly 
income policy, and literature in this 
connection is eagerly sought by field 
men. In a recent issue of the “Agents 
Record” the Travelers says on the sub- 
ject: 

“The only certain plan by which a 
man can provide a means of support 
for his wife and children is by life 
insurance. All other forms of invest- 
ment or saving require many years of 
life to complete and the ability to con- 
tinue saving and investing is therefore 
based on chance. Life insurance is 
certain because by the payment of a 
small sum yearly a guaranteed total 
sum regardless of the time of death 
can be secured. 

“This fact being recognized, there re- 
mains a serious problem to be deter- 
mined, namely, what form of life in- 
surance will afford the most certain 
maintenance for the wife and children? 

“The answer depends on an intimat2 
study of conditions. Has the wife 
practice in business matters? Has she 
had experience in investing consider- 
able sums of money, if so, is she a care- 
ful and discriminative investor, acting 
after a study and investigation of the 
merits of what she buys? Is she apt 
to be led by indiscriminate advice or 
the plausible arguments of others? 

“It is not a reflection upon women 
to say that very few of them are Ca- 
pable of investing large sums wisely. 
Such ability is rare among men. 

“If an insurance company pays a 
widow $12,000 and she invests it at 
5 per cent. she will receive $600 a 
year, or the same amount as twelve 
monthly payments of $50, but the lump 
sum invested in securities which can 
be borrowed upon or sold will always 
offer a temptation to live beyond her 
meaks and to make up deficits by 
drawing upon the capital, thereby re- 
ducing from time to time the amount 
of income. A large sum in hand more 
than she ever saw before is a temp- 
tation to extravagance or careless ex- 
renditure. 

“For these reasons the surest method 
of providing a certain fixed income is 
offered by the monthly income policy 
which guarantees a fixed and definite 
income payable every month. It re- 
quires no experience to invest or to 
manage, the policy cannot be sold, it 
cannot be attached in advance by 
creditors, no change in its terms can 
be made after the death of the in- 
sured. It cannot be borrowed upon, 
and even if the beneficiary requests a 
lump sum payment the Company can- 
not by law grant her request. 

“The question naturally arises, how 
does the return under the monthly in- 
come policy compare with returns from 
an equivalent amount invested in trust 
funds under legal requirements? The 
gross interest earnings under the trust 
funds would be slightly larger but there 
would be certain reductions. Trustees’ 
charges of 5 per cent. of the income 
and personal taxes on bonds and mort- 
gages in which the bulk of trust funds 
are held, would bring the net returns 
to practically the same level as the re- 
turn under the monthly income policy. 
In the matter of security and certainty 
of income the monthly income policy 
is far superior. Every trust fund is 
composed of individual investments 
which may depreciate or may fail to 
pay interest, whereas the monthly in- 
come is certain because the income 
is provided from the wide general in- 
vestments of an insurance company. 

“The guarantee of payments for 
twenty years certainly obviates the ob- 
jection that the death of the wife might 
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leave the children unprovided for, 
while the disability provision which 
matures the policy immediately in case 
the insured is totally and permanently 
disabled affords a means of support to 
doth the disabled insured and to his 
wife for life.” 





POLICY LOAN QUESTION AGAIN. 
(Continued from page 2). 
beneficiary, the public will demand a 
greater degree of governmental super- 
vision and administration than even 
now exists; in fact, nothing short of 
government insurance would satisfy 
such a permanent investor, and it is 

doubtful if that would do so. 

Two cases lately came under my 
observation; one where the wo- 
man was left four thousand dollars 
and was told by the agent who 
settled the claim with her that it 
was her principal to live on the 
rest of her life, said she had been 
stinted all her life, and now she 
proposed to have a fling, and 
bought an automobile. The other 
case was a woman who had been 
left fifteen hundred dollars insur- 
ance by her husband in moderate 
circumstances, and who bought an 
eight hundred dollar piano player 
at once. If insurance could be ex- 
tended so as to fulfill its purpose 
more securely than it did in these 
and other similar cases, do you 
think insurance officials and agents 
ought to sit still and say nothing? 
Would it be the business of a good 
banker to deliberately allow a de- 
positor, unwarned by him, to put 
his money into something the 
banker knew was a wild specula- 
tion? 

The two cases cited by Mr. Woods 
are distressing examples of improvi- 
dence, of course; nevertheless The 
Rellman submits that it was not within 
the province of the company which paid 
the insurance, so foolishly and waste- 
fuily used, to interfere or even protest. 
It might advise the beneficiary to re 
frain from buying an automobile or a 
piano player, if it saw fit to do so, but 
even this would be superogatory. The 
money undoubtedly belonged to the wo 
men; when the insurance company paid 
it to them it had performed its full 
duty. It was clearly their right to do 
what they pleased with it, even te 
throw it away if so disposed. 

Further Comment. 

“The much discussed question of 
policy loans can best be settled by the 
employment of trained, intelligent 
and conscientious agents; salaried 
men, not wholly dependent upon com- 
mission and therefore not driven to 
tacit misrepresentation in order to get 
business. This really is the crux of the 
matter. Poor, ignorant agents natur- 
ally produce a class of shortsighted, im- 
provident policyholders. The former 
emphasize the facility and ease with 
which money can be borrowed on in- 
surance, they need the commission, so 
they make this privilege the strong, 
even the chief, feature in the policy, 
minimizing protection to the  bene- 
ficiary. The latter naturally looks up- 
ov such a policy so urged upon him as 
a thing to be utilized when he wants 
to use it; not under the spur of dire 
necessity, but as a ready and always 
available means of raising money. 

“The final point The Bellman wants 
to make is the need, the very urgent 
need, of intelligent, carefully trained, 
high-grade and, above all, scrupulous 
ly straightforward agents and _ solic)- 
tors. The time wag when the life in- 
surance business was the last resort of 
the decrepit, the broken-down and the 
derelict. Any one who had failed at 
anything else could become a life in- 
surance solicitor and do fairly well. 
That time is past, although some of the 
insurance companies do not seem to 
realize it. They still employ represen- 
tatives on the basis of a meager salary 
and alluringly large commissions, and 
it is no wonder such agents, forced to 
use every method within their power 
in order to make a decent living get 
Fnsiness that is ephemeral and unsatis 
factory.” 





PURELY MUTUAL CHARTERED 1857 


THE 
“Northwestern Mutual Life Insurance Co. 


MILWAUKEE, WISCONSIN 
Gbo. C. MARKHAM, President 


INSURANCE IN FORCE, $1,304,385,035 


Satisfied Policyholders to the number of 13,073 (out of 45,862 per- 
sons applying) purchased additional insurance in 1913. 


Northwestern Policies are easiest to sell and stay longest in force. 
Agents Protected by enforced No-Brokerage and Anti-Rebate Rules. 


It Will Pay You to Investigate 
Before Selecting Your Company 








Large ‘‘ Dividends ”’ 
Low Cost 
Service Policy 


Income Insurance 
j Write to 

H. F. NORRIS 
Superintendent of Agencies 
Milwaukee, Wisconsin 


Corporation Insurance 


Partnership Insurance 


























NATIONAL LIFE INSURANCE COMPANY 


The 64th statement shows strong gains in new and out- 
standing insurance, in income, in assets and in surplus, an in- 
interest rate of 5.10 per cent., a mortality experience of 
58.12 per cent. and increased dividends set aside for pay- 
ment to policyholders in 1914. Age, strength, mutuality, 
low net costs, the best policies and a scientific and equitable 
practice have made the National Life most attractive to the 
best agents—a solid business, securing permanent opportu- 
nity. 

Address EDWARD D. FIELD, Superintendent 

MONTPELIER, VERMONT. 








The Meridian Life Insurance Co. 


INDIANAPOLIS, IND. 


Insurance in force, Dec. 31st, 1913.......... $23,869,332.00 
EE: rid Ge a 4& 6 Graaiaate ada e etka ake cte wad 2,455,653.33 
Ns a 5-46 Vw ble ew eae oa +6 oNawee ae Eos 1,803,659.29 
NE iG wks big weer Ovni 20 OWS a «bee oi 453,249.23 
NN NN vat t6,rig-& vb! 0 5% ee hits heat 105,363.49 


The liberal up-to-date policies issued by this Company are clear and 
definite in their provisions and the reserve is in accordance with the Indiana 
Compulsory Deposit Law. 

We have open territory for high grade men in the States of West Vir- 
ginia, Illinois and Indiana. If interested in a liberal contract, write the 
Company. 








GREAT OPPORTUNITIES 


Foractive insurance salesmen in Ohio, 
Michigan, West Virginia and Kentucky. 
NEW FEATURES IN OUR POLICIES MAKE THEM SELL. 


Write for information, mentioning this paper. 


THE CLEVELAN!) LIFE INSURANCE COMPANY 


WILLIAM H. HUNT, President 
CLEVELAND, OHIO 
HEALTH 





LIFE ACCIDENT 














Warm Personal Interest 


That describes the happy relation existing between 
the Fidelity and its Field Men, and explains why 
both are forging ahead. Maybe you could reach a 
higher success in that atmosphere. 





Write to 


The Fidelity Mutual Life 


Insurance Company 
WALTER LeMAR TALBOT, President PHILADELPHIA, PA. 
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WESTERN COMPANIES MERGED 


PASSING OF MICHIGAN STATE 








Business Reinsured in Lincoln Na- 
tional Life—Latter a Progres- 


sive Well Managed Company. 





A merger of two middle western com- 
panies which has been anticipated for 
some time, was consummated last 
week, when the Lincoln National Life 
of Ft. Wayne, Ind., succeeded in secur- 
ing the entire stock control of the 
Michigan State Life of Detroit, Mich., 
and arranged for the reinsurance of 
the latter company’s business. 

For some time Arthur F. Hall, Vice- 
President and General Manager of the 
Lincoln National Life has been Presi- 
dent of the Michigan State Life, and 
from the time he became interested in 
the Michigan company it was his inten- 
tion to consolidate the two institutions. 
The deal has been held in abeyance 
pending the securing of the consent 
of all stockholders, which is required 
under the Michigan laws. 

The Lincoln National Life is a clean, 
progressive company, officered by men 
thoroughly trained in the school of ex- 


perience and well qualified to con- 
serve the interests of the reinsured 
policyholders in every respect. Un- 


der conservative management the Lin 
coln National has forged its way along, 
weighing every move to determine thac 
it was in the right direction, then ag- 
gressively and consistently plying all 
the energy of a well developed agency 
force to accomplish the results desired, 
until to-day it stands, while not the 
largest, one of the leading western 
companies. 

Under this reinsurance the Lincoln 
National will show business in force of 
approximately $20,000,000, and assets 
of $1,750,000. The merger as affected 
has the approval of both the Indiana 
and Michigan insurance departments. 

The officers of the Lincoln National 
Life are, Samuel L. Foster, president; 
Arthur F. Hall, 1st vice-president anda 
general manager; B. Paul Mossman, 
ond vice-president; W. T. Shepard, 3rd 
vice-president and manager of agen- 
Howell C. Rockhill, treasurer; 


cies; 
FFranklin B. Mead, secretary and ac- 
tuary; E. H. Redding, asst. secy. & 


auditor; Dr. C. H. English, medical 
director and D. B. Ninde, counsel. 
GERMANIA’S WAR CLAUSE. 
Single Extra Cash Premium Equal to 
4 Per Cent. of Face 
of Policy. 


The Germania Life’s policies cover- 
ing the risk incident to active war serv- 
ice will not be issued on the term plan 
or with the waiver of premiums clause. 
Applications will be considered only for 
amounts which together with any ex- 
isting insurance on the applicant’s life 
will not exceed $2,000. The company 
is using the following war clause: 

“If within one year from the date of 
issue of this policy the insured shall 
enlist in the army or navy, or become 
a member of the National guard or of 
the naval reserve, or of any other mili- 
tary or naval organization, he shall be 
required to pay to the company at its 
home office, a single extra cash premi- 
um equal to four (4) per cent. of the 
face amount of this policy. Upon evi- 
dence satisfactory to the company that 
the insured has not within one year 
from the date of issue of this policy 
been engaged in active military or 
naval service, the company shall apply 
the amount of said single extra cash 
premium with interest at not less than 
four per centum per annum from the 
date of its payment toward the pay- 
ment of premium on this policy. 

“If the insured shall, within one year 
from the date of issue of-this policy, 
enter the military or naval service of 
the United States, but fail to notify 
the company of such fact and to pay 
the aforesaid single extra cash premi- 
um, the liability of the company shall, 


in case of the death of the insurea 
while engaged in such service or in con- 
sequence of such service, be limited 
to one-tenth of the face amount of this 
policy. 

“There is nothing in this policy 
which imposes any restriction upon the 
insured as to military or naval service 
after one year from the date of issue of 
this policy.” 





PRUDENTIAL OUT IN FRONT. 

To be first in new business in the 
States of New York, New Jersey, Penn- 
sylvania, Ohio, Indiana, Illinois and 
other big commonwealths and to have 
held the leadership year after year is 
being pointed to by The Prudential 
Insurance Company of America as 
public endorsement of the Company, 
its agency force and its policies. 

The Prudential stood in first place 
in 1913 according to published records 
and the reports of the various Insur- 
ance Departments in the following 
leading States: 


Insurance Issued The Prudential 
and Revived Has Held 
in 1913 


.. +» $46,455,660 16 


State 


New Jersey Years 


New York ....:.. 96,645,161 *3 Years 
Pennsylvania 76,285,845 15 Years 
Se 32,426,356 7 Years 
ere 21,051,592 13 Years 
OP ee 39,676,734 6 Years 
a ee 10,888,521 2 Years 
Delaware ........ 2,780,568 8 Years 
West Virginia 4,647,575 4 Years 
ee es 5,715,497 6 Years 
Minnesota ....... 6,031,452 5 Years 
Colorado ........ 4,262,574 5 Years 
*Years 1909, 1910 and 1913. 





NEW YORK ASSOCIATION. 


The meeting of the Life Underwrit- 
ers Association at the Hotel Astor, 
Tuesday, May 26, will be devoted to 
matters of interest to solicitors. The 
speakers arranged for on that occasion 
are: tobert R. Reid, who will talk on 
“Commercial Life Imsurance”’; Perez 
F. Huff, will talk on the subject “A 
Practical Way to Sell and Buy Life In- 
surance”; Alexander Saunders, will 
talk on, “The Ledger Statement for 
Business Insurance, and How to Sug- 
gest It.” 

A period of the meeting will be given 
over to the asking of questions and dis- 
cussion from the floor. 


AGAINST GOV’T. SUPERVISION. 
(Continued from page 3). 


tol’s arguments as applied to the helper 
and the broker, but there IS A LEGITI- 
MATE PART-TIME MAN. Mr. Bristol’s 
idea May mean success with one man 
and utter failure in the hands of an- 
other. The general agent of moderate 
means necessarily is handicapped in 
securing agents. Many of our most 
successful managers and agents began 
their careers as part-time men, and 
there is no reason why the same result 
should not be obtained over and over 
again. Take for example the bank 
clerk, soliciting insurance during the 
late afternoon and evening, gradually 
he becomes proficient and after a time 
is willing to devote his whole time to 
writing life insurance; and the business 
as a whole gains direct.” 
Don’t Dodge Income Tax. 

‘Do not dodge the income tax. A 
great mass of people, I believe, do not 
know how much many life insurance 
men make. If they find out that you 
are evading this tax, which is a fair 
and just one, it will surely tend toward 
governmental control of insurance. The 
life insurance man must always stard 
in the community as a model of hon- 
esty and truthfulness.” 

Support Underwriters’ Association, 

“Get every man with a rate-book into 
the underwriters’ association; it is 
bound to make a better man of him 
and—even go so far as to ay his dues, 
if he cannot. The association stands 
for high ideals and every man with a 
rate-book should give it his hearty sup- 
port.” 


First Place For 





MUTUAL ON WAR RISKS. 





More Deaths From Disease Than From | 
Bullets—Extra Rate in 
the Tropics. 





The Mutual Life has made the fol- 
lowing observations regarding war 
risks: 


Among the hazards of war it 
membered that there are many 
from disease than from bullets; 
another hazard in that 


must be re- 
more deaths 
and there is 
the man who may go 


through the war to the end and get home 
is likely to be in impaired health, even 
without his own knowledge, as a result of 


his war experience. 
ard to-day in that 
tropical country. 

Mutual Life wrote 


There is an extra haz- 
the seat of war is in a 
During several years the 
business in Mexico, both 
on lives of Americans resident there and on 
high-class Mexicans; but for all these risks 
there was an extra tropical rate. In the case 
of new applicants now, who contemplate en- 
gaging in the present we-, we have not only 
to provide for tthe risks and hazards of war, 
mut for the tropical risk as well, which is 
the greater because the applicant is unaccli- | 
mated. It would be a gross injustice to exist- | 
ing policyholders to accept applicants freely at 
time, without extra rate from persons who | 
nplate engaging in the war in Mexico. 
> management of the Mutual Life deems 
i > to existing policyholders to avoid writ- | 
ing hazardous risks which would have a t 
dency to increase the mortality, and hence | 
the cost of their 












insurance. As to the Na- 
1 Guard, and other persons who contem- 
the probability of engaging in war here. | 
, we will consider their applications for a 

ance, with the provision | 
y engage in war within 
issue of the policy, | 
permission of the com- | 















oe 


ler 
a 
a 


rate will be determined 
t time. All our policies 
ll contain the provision that 
insured engages in war within 
I 1 ission of the com- 
pawy and pay the extra premium require 
This is for the purpose of cutting out th 
who would come to the company for insurance ! 
for the simple reason thatt they are about to 
incur great hazard; and who would not other- 
wise have applied for insurance. 
It is to be presumed in the case of a policy- 
holder who has been insured for a period 0 


10se | 


one ye without engaging it war, at ile 
made application fof the insurance in good 
faith and not simply because he contemplated 
incurring great risk. 

All holders of policies heretofore issued by 
the company to civilians are absolutely free 
from restrictions as to military and naval serv- 
ice, and are subject to no extra charge in case 
of engaging in war, whether policies so provide 
or not. 


ELEVENTH ANNIVERSARY. 
Reliance Life Rounds Out Eleven Years 
Business Activity This Month— 
Good Field Force. 





During this month the Reliance Life 
of Pittsburgh celebrates its eleventh 
year of corporate existence. Within 
this time the Company has acquitted 
itself very favorably, and stands to- 
day ably fitted to transact the business 
ot life insurance along the progressive 
lines. Launched under favorable aus- 
pices the Reliance Life has acquired 
an agency organization of high caliber 
which is enthusiastic in propounding 
the slogan for “Twenty Millions of 
Business for Nineteen-Fourteen. 





TO MEET AT HOME OFFICE. 





State Life Field Clubs to Hold Annual 
Meeting at Indianapolis 
in June. 

The next annual meeting of the 
$190,000 and $200,000 clubs of the State 
Life of Indiana will be held at the 
home office of the Company in Indian- 


apolis on June 25th and 26th. Plans 
are underway to make the coming 


meeting the best ever held by the clubs. 
A large number of new agents will 
qualify for membership this year. 








THE 


First Mutual 


Chartered in America 


New England 
Mutual Life 


Insurance Co. 
BOSTON, MASSACHUSETTS. 





Operates on a full 3 per cent. Re- 
serve under Massachusetts Law, 
and offers the best possible secu- 
rity, with a safe, equitable con- 
tract. 

FINANCIAL STATEMENT 

Assets, Jan. 1, 1914.$66,168,702.53 


Liabilities ........ 61,182,456.00 
Surplus ...... -..-$ 4,986,246.53 


ALFRED D. FOSTER, President 

D. F. APPEL, Vice-President 

J. A. BARBEY, Secretary 

WILLIAM F. DAVIS, Asst. Secretary 
FRANK T. PARTRIDGE, Asst. Secretary 
MORRIS P. CAPEN, Asst. Secretary 


EDWARD W. ALLEN, Manager 
220 Broadway, New York 
LATHROP E. BALDWIN, Manager, 
141 Broadway, New York 

CHAS. H. STRAUSS, Gen Agent 
200 Fifth Avenue, New York 














UNEXCELLED IN 
Favorable Mortality 
—AND— 

Economy of Management 
THE 


Provident Life 


AND Trust Company 
OF PHILADELPHIA 


Rates of Premium Extremely Low 
and still further reduced By 
Annual Dividends 











E. P. MELSON 
President 


JOHN G. HOYT 
Vice-President 


MISSOURI 
STATE LIFE 


Salable 
Policies 
Participating and Non-Participating 








Special Inducements for 
General Agency Contracts 


Home Office: ST. LOUIS, MO. 














insurance 
Assets over One Million. 


| (average Ore Million a month). 
| We want a capable general 
Important open territory. 


| The Guarantee Life Insurance Co. 
HOUSTON, TEXAS 


in force over Twenty Millions of dollars. | 


Business received first eight months, 


1913, over Eight Million 


agent for vacant office. | 
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Live Hints For Business Getters 

















Practical Suggestions to Help 


the Man With 
His Income and General Efficiency. 





the Rate Book Increase 

















In the last issue of 

Policy “Plico” issued by the 

Banking Philadelphia Life a poli- 
Auxiliary cyholder discusses the 


life insurance policy as 
a banking auxiliary in the following 
interesting manner: 

(Let me suggest, in outline merely, 
what has occurred to me in regard to 
a corporation’s banking facilities and 
its actual requirements, and give an 
instance of the usefulness of life insur- 
ance, and this without prejudice to any- 
thing that has been said or written 
on borrowing on, or “mortgaging,” life 
insurance policies, generally. 

The individual responsibility of a 
policyholder is unquestionably one of 
sacred trust to those personally depend- 
ent upon him, and a loan on his policy 
of insurance in their favor is equiva- 
lent to a surrender value of his policy. 
Under no circumstances should a con- 
dition of this kind be encouraged. 

It is not my purpose to uphold or 
endorse policy loans of that sort, but 
in the recent discussion of the subject 
there seems to have been overlooked 
the feature of insurance for corporate 
purposes that might be utilized to the 
decided advantage of a corporation 
seeking financial aid, and at the same 
time be of material assistance to the 
purely financial operations of life insur- 
ance companies. 

The most important element of a 
business “balance sheet” is the amount 
of actual cash on deposit available for 
immediate use, followed closely by the 
amount of merchandise or inventory 
values susceptible of being turned into 
cash deposits; likewise, the “accounts 
receivable” or outstanding accounts due 
which are often difficult of collection 
when needed. 

These items are what are known as 
quick or “liquid assets.” which are fre- 
quently overbalanced by such liabilities 
as “accounts payable,” together with 
the actual money needed to carry on 
business and meet pay-rolls week by 
week. 

What other source is open to a busi- 
ness house if its line of bank credit 
is at a point where it is unable to ex- 
tend it further, “accounts receivable” 
are extremely slow in materializing, 
and “accounts payable” are pressing 
for payment, with the usual weekly 
cash obligations which must be pro- 
vided for? 

A situation of this kind exists in thou- 
sands and thousands of moderate-sized 
business houses, and many larger con- 
cerns as well. If by chance they have 
in times of thrift and plenty provid2d 
a surplus in the form of high class 
bonds, they have, of course, the means 
of securing immediate temporary re- 
Hef. With thousands of the business 
houses mentioned, however, not one in 
a thousand has been able to provide 
for or protect itself in such a manner. 

What other course is then open to 
secure needed temporary business re- 
lief? 


Many mercantile houses have in 
their employ, or possibly interested 
with them in the business, bright, 


young, energetic men who have become 
invaluable to the business, whose places 
would be hard to fill in case of death, 
and to replace whom would occasion 
heavy financial loss. : 

A business house can well afford to 
place a moderate amount of life insur- 
ance upon valuable employes, the cost 
in premiums of such insurance to be 
borne by the business, with the em- 


ployer as the beneficiary in the policy. 
Ip case of death the business would 
have a sufficient cash return to enable 
it to financially stand any loss oc- 
casioned by the necessity of replacing 
the man taken away by death. 





Or, in the event of no loss by death, 
the business would have an available 
“quick asset” in the policy for a tem- 
porary loan to tide it over a depression 
such as cited above, and from which 
it could have no other relief than the 
loan value stipulated in the insurance 
contract. This is not sacrificing or 
jeopardizing the future of any individ- 
ual, and resolves itself down to a pure- 
ly business proposition. 

I believe that an insurance canvasser, 
who would take the matter up as a 
specialty, study every situation that 
might arise under such conditions, and 
post himself for a decisive business in- 
surance argument, would be well repaid 
for his efforts by his returns from the 
amount of business he would be able 
te do and would bring about a better 
understanding of this feature of life 
insurance among business men who 
have really given the matter no con- 
sideration whatever. 

This is given merely as a thought 
along a line along which a great deal 
could be said. I should like to h2ar 
what others have to say for or against 
this special line of business. 


. J . 

A recent issue of the 
“The Illinois Life bulletin con- 
Careless tains the following ex- 
Father” cerpts from a sermon by 


a prominent minister 
west of the great lakes: 

“One of the greatest crimes of which 
I know is the crime of bringing a 
family into existence and then failing 
to make proper provisions for its mem- 
bers. 

“If I were not a preacher I would 
be an insurance agent. I have heard 
men joke about life insurance, but life 
insurance is not a joke. I have, in the 
line of my profession, visited sorrow 
stricken homes, and across the door of 
one I have seen written, in glittering 
sunbeams, the words ‘Provided For,’ and 
and across the door of another I 
thought I could trace in bitter tears 
the words ‘Not Provided For’—oh, what 
suggestions of debt, doubt, distress, un- 
certainty, anxiety, gloom! I said to a 
woman whose husband was dying: 
‘Suppose, suppose he should die!’ And 
she answered: ‘Our home is almost 
paid for, and we have an insurance 
policy.’ 

“A marriage license and an insurance 
policy ought to go together. I carry 
every dollar’s worth of insurance which 
my income will permit. The hand- 
somest compliment which a poor man 






can pay to his wife is wrapped up in 
an insurance policy, the payments of 
which are kept up. 

“The man who said he had no time 
to waste on book agents or insurance 
men as doing his best, unwittingly, to 
insult the two advance agents of an 
advancing civilization. Literature 
means intelligence. Insurance means 
stability, permanency and security. 

“There are three things which a man 
ought to know when he is dying. He 
ought to know that he is at peace with 
God. He ought to have the satisfac- 
tion of knowing that he has accom- 
plished something for humanity. He 
ought to know that his loved ones are 
provided for to the best of his ability. 

“Within the realm of human need, 
comfort, foresight and kind provision 
for loved ones, insurance is the most 
practical form of applied Christianity 
of which I have any knowledge. A poor 
man’s best investment is an insurance 
policy. And that home possesses one 
strong anchor, at least, which can boast 
of such a document among its archives.” 





MEETINGS IN THE SOUTH. 





Superintendent Edelsten and Supervisor 
Hazell of Equitable Present at 
Roanoke and Nashville. 





Enthusiastic gatherings of the agency 
forces of the Equitable Life Assurance 
Society are being held throughout the 
Southern territory. Recently Agency 
Menagers Folk and Leavell at Nashvil:e, 
held a rousing round-up which was at- 
tended by the representatives of the 
Company in that territory and they 
had as their chief guests Southern Su- 
perintendent Edelsten and Agency Su- 
pervisor Hazell. 

‘At Roanoke, Agency Manager William 
R. Moore held a similar meeting at 
which Mr. Edelsten and Mr. Hazell 
made addresses. Aside from the agents 
connected with these two districts 
there were in attendance some promi- 
nent business men. 





100,000 TOO LATE. 


It has been conservatively estimated 
that at least 100,000 applicants for life 
insurance were declined by the regular 
life insurance companies of the United 
States during 1913. The three largest 
companies alone declined to insure over 
25,000 applicants last year. The vast 
majority of all these persons could have 
secured the protection they desired if 
they had applied for it earlier in life. 
Doubtless many had turned down sev- 
eral opportunities to insure with the 
offhand remark, “Oh, there’s plenty of 
time.” A corresponding number will be 
declined this year, and next year, and 
each year thereafter, because of having 
waited too long. The moral is obvious 
—the time to apply for life insurance 
is when you can get it. 








| YOUR CARD 


Impregnable Strength 








as a representative of the “‘ Oldest Life Insurance Com- 
pany in America’’ will prove your best introduction 


The Mutual Life Insurance Company 
of New York 


Incomparable Dividends 
Maximum Benefits 


For Terms to Producing Agents, Address 


GEORGE T. DEXTER, 2d Vice-President 
34 NASSAU STREET, NEW YORK, N. Y. 





Minimum Net Cost 























INSURE NEW YORK POLICEMEN. 





Union Central Issues Certificates Cover. 
ing 1,200 Men—Secured by $500 
Endowment Policies. 





Through the medium of the Inde- 
pendent Police Endowment Association 
the Union Central Life and the Royal 
Indemnity Co. are insuring New York 
policemen. The association issues ty 
members, of which there are now about 
1,200, a certificate good for $500, paya- 
ble upon retirement, dismissal, resigna- 
tion or death. These certificates are 
secured by endowment policies for $500 
each issued to the policeman after an 
examination, and assigned to the asgso- 
ciation. 

In addition the Royal Indemnity is. 
sues a disability policy for which it re- 
ceives 62 cents each, good for $500 in 
case of death by accident and paying 
five dollars weekly in case of disability 
due to sickness or accident. 

The length of time for which the en- 
dowment is to run is predicated upon 
the age of the policeman and his proba- 
ble age at retirement. The usual age 
of retirement is 55 years, although he 
may be retired after 25 years of service. 
Presuming that a member is 25 yeary 
of age at present, the association takes 
cut a 30-year endowment. If he is 45 
years of age, which is the limit at which 
members can be admitted, a 10-year 
endowment is secured. 

The membership dues which cover 
this insurance run from two dollars 
monthly at age 21 to $5.03 monthly at 
age 45. Of the 1,200 applicants now on 
the books, it was stated that over 700 
men passed the necessary examination. 


RELATION OF INSURANCE 
TO BANK CREDITs. 
(Continued from page 5.) 


strengthening credit has become an axiom 
among progressive bankers and a_ recognized 
factor in determining credit risks. 

An official of one of the great banks in New 
York City recently expressed his high regard 
of life insurance as an aid to credit, and de- 
clared it had been the policy of his bank for 
years to encourage their customers to carry a 
reasonable amount of life insurance, payable 
to their estates, and that he also regarded it a 
point in favor of the borrower when his state- 
ment showed a liberal line of insurance. 

The prosaent of one of the important St. 
Louis banks recently told me that many of 
the heads of the firms and corporations in that 
city had adopted the plan of having their lives 
insured for the benefit of their firm or corpora- 
tion, and that he considered any borrower a 
better risk if he carried insurance for the bene- 
t of his estate. He related a case of several 
years ago where a man had his life insured for 
$200,000, and, dying suddenly, his business was 
badly involved, but, this insurance ‘being for 
the benefit of the firm, paid all its debts and 





at this time is a _prosperous concern, and 
worth upward of a million dollars. 
An official of the largest bank in St. Louis 


declared in a recent letter to me, “‘Of course, 
where a man in business has a_ substantial 
amount of life insurance payable to his estate. 
it improves lis credit standing to just that 
extent, and, for that reason, in figuring on a 
credit line, we always take that fact into con- 
sideration. Frequently, the success of the busi- 
ness depends almost entirely upon the services 
of one man, and a bank, having confidence in 
that man and his ability, will extend a line of 
credit greater than they should on a mere state- 
ment itself. In all such cases it is the policy 
of the bank to encourage our customers to 
carry life insurance, so that, should anything 
happen, the policy would pay his loan, that 
| otherwise would be worked out and paid by the 
borrower.” He related three cases where his 
bank had recently collected round amounts of 
| life insurance upon policies assigned as _col- 
lateral, where otherwise there would have been 
|a total loss, as the parties making the notes 
| had failed. The aggregate amount of these 
| three collections was in excess of ,000. 

| An executive officer of the largest bank in 
Chicago, wrote me within the past few days: 

| “In my opinion, commercial life insurance is 
one of the greatest value in strengthening the 
| credit of an individual, firm or corporation 
borrower. In a number of cases we have been 
saved from loss by life insurance, and, within 
the pest few days, saved an item of $46,500. 
which would have been almost a total loss, if 
| this Particular debtor firm had not made a 
practice of carrying insurance on the life of 
the president. 

“Insurance is equivalent to a guaranty of good 
| health and good character, as men who are 
wrong physically or morally cannot obtain 2 
large line of underwriting. Good health, both 
morally and physically, is admittedly a very 
important factor in the support of credit. For 
this reason, life insurance is rapidly becoming 
the bulwark of banking credit. ft seems to me 
that no argument can be advanced against the 
protection that life insurance affords to busi- 
ness, where the insured are men whose abili- 
ties are more or less necessary to the organiza- 
tion. It is our settled policy to encourage this 
class of business.” 

In the t few days, the Union Savings 
Bank of East St. Louis collected $25,000 on a 
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life policy which had been gssigned to it by a 
customer who was starting in business and 
took out the imsurance to qrorest his line of 
credit with the savings bank. The bank col- 
lected $25,000 within three months of the date 
of the policy on account of the insured having 
been accidentally killed by a railway train. 
The payment of this mogney saved the estate 
from the sacrifice and loss which always occur 
under a forced sale. 


Insurance for Business Protection. 


There are many illustrations of the high opin- 
ion in which life insurance as an aid to finan- 
cial credit is held by the leading business men 
of America, who carry licies in the follow- 
ing amounts largely for business protection: 
Simmons Hardware Co., St. Louis, 

on its executive officers.......... + -$1,000,000.00 
Long-Bell Lbr. Co., Kansas City, on 

R. A. Long, its founder and presi- 


on the life of its president and 
SORES cédvasevdsbssteeasewedseeses 

Peavy Sala Co., Minnéapolis, on 
executive officers, F. B. Wells and 
ae rr er 1,000,000.00 
(This firm several years ago in- 

sured the life of Frank H. Peavy, 

its founder and president, for one 

million. Mr. Peavy died suddenly 

from pneumonia and the prompt 

payment of his life insurance, 18 

months after the issue of the poli- 

cy, was of gfeat financial asistance 

to the firm at that time.) 

Galloway Co., Mfrs. of Gas Engines, 

Waterloo,- Iowa, on the life of 


Wm. Galloway, Gen. Mgr. ........ 100,000.00 
Crawford Locomotive & Car Co., 
Streator, IIL, on the life of R. W. 
Crawford, its president and mgr.. 250,000.00 
German-American Press Association 
of St. Louis, on E. L. Pretorious, 
its president and manager......... 50,000.00 
John H. Jones, Pittsourgh-Buffalo 
“eal Coy vaxseasececs cobeddemetess eve 1,250,000.00 
Gimbel Bros., Merchants, Milwau- 
kee, Philadelphia, New 1,500,000.00 
John Wanamaker, Phila.-N. Y...... 3,000,000.00 
Rodman Wanamaker, son and mem- 

C Be ig aes be rcgteseredcesess 4,500,000.00 


ver ” 
(Under this item there is in- 
cluded $500,000 carried by the firm 
on the lives of ten of its most 
valuable department managers.) 
H. G. Selfridge, formerly of Marshall- 
Field & Co., Chicago, founder and 
manager of the American depart- 
ment store in London, to protect 
is eID aco cwe ves ccscotinesocce 2,500,000.00 
Samuel Insull, Chicago, president of 
Commonwealth Edison Electric Co. 700,000.00 
Chalmers Motor Co., Detroit, on the 
life of Hugh Chalmers, its presi- 


dent and general manager.......... 600,000.00 
Derby Chair gz. Co., Gardner, 

Mass., on the life of Ashton P. 

Derby, president and manager..... 250,000.00 
Curtis Pub. Co., Philadelphia, on 

Edward Bok, editor of the Ladies’ 

Benen POM cccted specu stesersce 200,000.00 
Stetson Hat Co., Philadelphia, on J. 

H. Cummings, president and mgr. 175,000.00 


Baldwin Locomotive Works, Phila- 
delphia, on Alba B. Johnson, pres. 400,000.00 


Pittsburg Baseball lub, Barney 
Dreyfoos, its president ............ 100,000.00 

L. C. Smith Typewriter Co., Syra- 

cuse, N. Y., on the life of their in- 
C.. SAMI: ce nnes acadnes 50,000.00 


ver . e . 

Mrs. Charles Netcher, Chicago, for 
the benefit of the Boston Sfore.... 1,500,000.00 
(Charles Netcher, founder of the 

Boston Store, carried $750,000 in- 

surance for business protection. 

Six months after taking out she 

policy, Mr. Netcher underwesit an 

operation for appendicitis, from 

which he died. Phe prompt pay- 

ment of this insurance by the re- 

spective companies brought the 

pen of partnership insurance favor 

ably to the notice of business 

men.) 


Profitable Practice for Banks. 


While life insurance for business protection, 
or as an aid to financial credit is a somewhat 
recent development, the question might natural- 
ly be asked, what has been the experience of 
banks following this custom? One might sug- 
gest that the theory is good, but how does 
work out? 

A few years ago Charles J. Devlin, of To- 
peka, Kansas, was regarded as the richest man 
in Kansas. He owned very valuable coal prop- 
erties in Illinois, Missouri, southeastern an- 
sas and Oklahoma, and ranked among the I-rg- 
est coal operators in the United States. His 
fortune was estimated between five and seven 
million dollars. While of prodigious strength, 
the cares and responsibilities of his great busi- 
ness undermined his health until he suffe 
a stroke of paralysis, which incapacitated him 
at once from any attention to his affairs. Mr. 
Devlin, like other men of large undertakings, 
was a heavy borrower. The First Natio 
Bank of Topeka held a larce amount of his 
Paper, and, among other collateral, a number 
of life policies. is utter loss of health had a 
ruinous effect upon his business, and as a re- 
sult of worry, Ris death followed. James T. 
Bradley, at present cashier of the Southwest 
National Bank of Commerce at Kansas City, 
was receiver of the Topeka Bank, and there 
was collected on these policies, held by the 
bank as collateral, $685,000 in cash, thereby 
Saving the depositors of the bank from great 
imconvenience and possible loss. 

Another case within my personal knowledge 
was that of George M. Casey, of Missouri. 
Returning from service in the Confederate 
Army in the Civil War, wolly without means, 
he began life cho ping cordwood for cents 
a day. From working as a farm hand he be- 
came a_ successful farmer, and through the 
rofits of his farming operations, increased his 
oldings of valuable land until he became the 





owner of two magnificent farms in Henry 
County, the largest of 2,000 acres, and splen- 
didly improved for live stock purposes. At 
one time Mr. Casey confided to me his ambi- 
tion to become the owner of the finest herd of 
thoroughbred cattle in the world, and this was 
measurably realized before the change of his 
© accumulating a fortune 
q d extensively in han- 
dling cattle in Texas, Colorado and other 
Western States, being one of the largest opera- 
tors im the country. A succession of severe 
winters. resulted in enormous losses of cattle. 

He had enjoyed good credit standing and 
was able to borrow upon his unsecured note, 
any reasonable amount of money needed. About 
a year before his failure, he applied to a Kan- 
sas City banker for a loan of $25,000. The 
banker said, “Mr. Casey, I have confidence in 
your integrity and ability to pay every dollar 
you owe, but your affairs are so involved that 
if anything should happen to you, it is possible 
that nobody else could work them out suc- 
cessfully. ion’t you think it would be a good 
thing for you to take $50.000 life insurance, 
making same payabie to the bank?” He re- 
lied, “Certainly, I will be glad to do it.” 
Fheseapen he took out $50,000 insurance, as 
suggested. Later he had occasion to borrow 

,000 additional from one of the smaller banks 
and the. same requirement was complied with. 
When the final crash in his affairs came, the 
available property, as is usually the case under 
a sacrifice sale, was not sifficient to pay his 
indebtedness, and from the humiliation follow- 
ing his failure, he died. The three banks col- 
lected $25,000 each from the insurance compa- 
nies whose policies were held as collateral and 
thereby saved vin which otherwise would 
have been a total loss. 

In taking life insurance as collateral a few 
simple rules are important. [First have the 
policy payable to the bank as creditor. If 
assignments are taken, use the company’s form 
and obtain its formal sqpeerel of the assign- 
ment, thus avoiding possible controversies with 
the heirs or other creditors of the insured. If 
it is the general practice of the bank to use 
life insurance as collateral with certain loans, 
its customers will willingly comply with such a 
reasonable requirement. 


Opportunity and Duty. 


We have heard much in recent times about 
the high cost of living. Experts in social 


ecqgnomics, after an exhaustive study of the | 


problem, have declared that everybody who has 
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The Company By the People 

—=—=—=————— For the People 

The Daily Average of the Company’s 
Business during 1913 was: 

549 per day in Number of Olaims Paid. 


7,895 per day in Number of Policies 
Issued and Revived. 


$1,676,339 per day in New Insurance 
Issued and Revived. 








$286,288.02 per day in Payments to 
Policyholders and Addifion to Re- 
serve. 


$164,025.94 per day in Increase of 
Assets. 


JOHN R. HEGEMAN, President 











a part in supplying the necessities of life, in- | 


cluding the farmer, the packer, the express 


company, the railway, the merchant, the tailor | 
and the produce commission man, are all prac- | 


ticing progressive extortion upon the con- 
sumer—and the American citizen, with basket 
on his arm, standing in the crowded market 
place speaking in a loud voice so everybody 
in his vicinity can hear, demands the highest 
priced food stuffs that are offered for sale. 
Many thoughtful men in the older countries 
have said we are a nation of spendthrifts, and 
there is truth in the criticism. It is as true 
of nations today as since the beginning of time 
that permanent prosperity comes as the result 
of industry and thrift, afd not from the pos- 
session of great natural resources. It has be- 
come the fashion nowadays with nearly every- 
body to be extravagant, and economy in _per- 
sonal expenditures is looked upon as a thing 
to be despised. Credit is the most delicate 
instrumentality of commerce, but no ingenious 


invention of the human mind or refinement in , 


the use of personal credit can accomplish more 
than to delay the payment of debts 

The problem of the high cost of living is 
not a practical question before the bankers of 
a State with the varied agricultural resources 
of Texas that it is in the larger cities and 
towns of the country, but it is a nation-wide 
problem and the bankers of the country can 
exercise a large measure of influence in correct- 
ly solving it. You are the father-confessors in 
business matters for many of your customers, 
and bv both precept and example you can 
encourage individual thrift as the bhesis o 
good citizenship and national prosperity. 

Economy is not an affair of the pocketbook, 
but an affair of character. It is not miserli- 
ness, but wisdom. Emerson said: “Creative 
economy is the essence of magnificence,” and 
personal saving is creative economy. Saving 
1s more an attitude of mind than a matter of 
money. The’ individual citizen, the town, the 
State and the Federal Government would all 
be better off if they could realize the truth 
of Holy.~Writ in the story of the prodigal son 
and its practical application to-day. ational 
extravagance will inevitably bring a day of 
reckoning. 

Bismarck, the iron chancellor who laid the 
foundation for the great German Empire, said: 
“Reforms are the fruits of painstaking labor 
and of advancing step by step; they do not 
spring, like Minerva, Pan grown from the head 
of Jupiter.” 

eform in the mental attitude of men toward 
extravagance will come gradually, and the 
banking profession, as conservators of the gen- 
eral prosperity, should enlist as preachers of 
the gospel of thrift. 

Our people have always afforded the highest 
honor and almost reverence to the great leaders 
in the war for American independence, but the 
heroism of Washington and his patriot army 
would have availed nothing without the co- 
operation and support of the American bank- 
ers at that early day. There has never been 
manifested in history a more lofty and un- 
selfish patriotism than the generous act of 
Robert Morris, the Philadelphia banker, in ten 
dering his entire fortune, which amounted even 
at that early day to the enormous sum of one 
and one-half million dollars, to aid in the 
struggle for liberty. The names of Albert Gal- 
latin, Robert Morris and Alexander Hamilton, 
bankers and patriots, will always be remem- 
bered with honor and gratitude. The Ameri- 
can banker of this day has a stimulating ex- 
ample in the history of his illustrious prede- 
cessors to lend his mighty influence in the 
cause of social and economic betterment. 
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Southern Life Insurance 
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See what we have to offer. 
Men of ability are surely 
Looking to us for contracts. 
Intelligent effort well directed 
Carries you to the front. 


For particulars, address 


Security Mutual Life Insurance Co. 


BINGHAMTON, N. Y. 


FREDRIC W. JENKINS. President 
















C. H. JACKSON, Supt. of Agencies 








STATE MUTUAL ure insurance company 


JOHN W. MADDOX, President 
Rome, Georgia 


Offers to good producers some excellent territory in Georgia, Alabama, 
Arkansas and Florida, where the Company is well and favorably known 
and where your success will be measured by your work. 


A. B. UTTER, Agency Manager, ae ) 
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OF AGENCIES. 


LIMITATION 





Multiple agencies have long been re- 
organized as a prolific source of evil 
in the fire insurance business, and op- 
position to the practice forms one of 
the cardinal planks in the platform of 
the National Association of Local Fire 
Insurance Agents. In their eagerness 
for premiums some companies have as 
many as twenty local representatives 
in certain Mid-Western cities, and 
agents rightfully complain of such ex- 
cessive competition. 

At the same time the evil is more 
readily recognized than is the remedy 
and unless company managers volun- 
tarily apply corrective measures, it is 
hard to see how they can be forced 
to do so. The famous “Allegheny Coun- 
ty decision” strictly prohibits limita- 
tion. of agencies in Penusylvania by 
company agreement, and doubtless the 
courts elsewhere would hold similarly 
if he was presented to them. 
The present day tendency favors the 
widest possible competition, and every 
effort to restrict such action is viewed 
with disfavor by both courts and the 
general public. 

The Eastern Underwriter distinctly 
opposes multiple agencies, and has al- 
ways done so, contending that each 
local representative should be given a 
defined territory, and his right thereto 
carefully respected by his company At 
the same time bold'y maintain 
that unless managing underwriters can 
be induced to adopt such a course vol- 
untarily, it would be most unwise for 
the local agents to compel their doing 
so through the passage by State legis- 


issue 


we 








lation of special statues. The edu- 
cational propaganda may be more 
tedious than that of drastic legislation, 
but in the end it will be found far 
more satisfactory to all parties con- 
cerned. 
POLICY LOANS. 
An interesting contribution to the 


literature on policy loans is printed in 
The Eastern Underwriter this week. 
Yhe incentive for the article arose 
from the exceptions taken by Edward 
A Woods, Pittsburgh manager of the 
Equitable Life Assurance Society, to 
statements contained in an editorial 
published in The Bellman, a magazine 
jrinted in Minneapolis, having a wide 
circulation, and edited by William C. 


Edgar. Mr. Woods asked Editor Edgar 
a series of questions, which the latter 
answered in his publication. Mr. Edgar 
is not a champion of policy loans in 
any sense of the word, and in discuss- 
ing the proposition struck deep down 
at the root of the evil. He contends 
that the companies are to blame for 
the practice of mortgaging insurance 
policies in their anxiety to secure 
agency representation and production 
of business without due consideration 
being given to the character of the 
agents. 

The deductions of Editor Edgar are 
well-founded and will be read with 
great interest by the life insurance 
fraternity. 





COMPENSATION REINSURANCE. 





The suggestion made to company 
officers by the New York Insurance 
Department that the stock companies 
join with the mutual companies in a 
general plan of compensation reinsur- 
ance is not one that can meet with 
favor. The stock companies now have 
a reinsurance bureau, composed of less 
than twenty companies. There is 
nothing to prevent other reinsurance 
bureaus from being formed. And 
there should be no compulsion of one 
company’s being associated with an- 
other. A company must be permitted 
to pick its reinsurance bedfellows. 

There are almost as many kinds 
of underwriters among the stock com- 
panies as there are companies, and 
neturally, conservative underwriters do 
not want to flock with careless or in- 
efficient underwriters in a reinsurance 
proposition. 

As for the mutuals it is doubtful 
if half a dozen stock company officers 
would consent to being associated with 
them in qa reinsurance scheme. The 
two methods of underwriting are dis- 
tinct; there is no sympathy between 
them; in fact, the very idea of the 
mutual is antagonistic to the stock com- 
pany. 

The Insurance Department is to be 
commended, however, in desiring to 
protect the people of the State against 
a catastrophe hazard, and in having 
brains enough to offer constructive 
suggestions. In the main, these sug- 
gestions have been surprisingly good 
and there is no doubt that the New 


York public is being protected and 
that the Department is operated by 
an unusually brainy corps of men. 


Some other scheme of reinsurance 
than e co-operation between stock and 
mutual companies must be planned, 
however, and there is little doubt that 
a successful solution will soon be forth- 
coming. 





FIVE MORE COMPANIES JOIN. 


Membership in the Plate Glass Un- 
derwriters Association was increased 
on Tuesday through the accession of 
the following named companies: Hart- 
ford Accident & Indemnity, Maryland 
Casualty, New England Casualty, Pru- 
dential Casualty and the Preferred Ac- 
cident. 





BEST SAFETY DEVICE: CARE. 


Frank Law, of the Fidelity and Cas- 
valty Company, recently stated to a 
group of insurance men that too much 
stress was laid on safety devices in 
factories, and not enough on care and 
caution of workmen when near mua- 
chinery. 


The Human Side of Insurance 














GEORGE T. WILSON. 





George T. Wilson, second vice-presi- 
dent of the Equitable Life Assurance 
Society, is entering upon his fortieth 
year of service with the Society. He 
began as office boy, receiving a salary 
of $3 a week. A close observer, he 
decided that the best way for him to 
win advancement was to become a 
shorthand writer. 

Natural ability, a magnetic personali- 
ty and hard work won him promotion. 
He became secretary to James W. 
Alexander, then secretary of the So- 
ciety and who subsequently became 
president. 

Then he was made general executive 
clerk, second assistant secretary, 
fourth vice-president, third vice-presi- 
dent, and second vice-president, each 
of which positions he filled with abili- 
ty. He has a remarkable hold on the 
agency force, being one of the best 
handlers of men in the country. 

Mr. Wilson is prominent in New 
York life, a member of many clubs, 
including the New York Yacht, Union 
League, Lawyers’, Knollwood Country 
and Sleepy Hollow. He is vice-presi- 
dent of the Pilgrims’ Society; and is 
identified with the Metropolitan Muse- 
um of Art. His services as a speech 
maker are much in demand in and out 
of insurance circles, many authorities 


‘placing him among the best after din- 


ner speakers. An address he made on 
“Mental Attitude” before the National 
Association of Life Underwriters at 
Detroit has been extensively circu- 
lated, and he has made other addresses 
which have had wide currency. De- 
mocracy, loyalty and indefatigability 
are three traits in his character which 
have helped him win the confidence and 
affection of his associates and have 
contributed so greatly to his success. 
” : + 


Dr. S. Cabell Tabb—Speaking of the 
late medical director Emeritus of the 
Life Insurance Company of Virginia, 
the Company bulletin says: “Dr. Tabb 
was a fine type of gentleman, of graci- 
ous bearing, kindly words and cheer- 
ing presence, whose uniform courtesy 
had the solid foundation of love of 
fellow man. In holding his daily avo- 
cation he accepted it as a charge, in 
trust, to which he gave to the utmost 
his thought, ability and labor, aiming 
always to be just and right.” 

. . 6 


W. E. Taylor, sperintendent of agen- 
cies of the Equitable Life Assurance 
Society, is on a tour through the agen- 
cies of the Company in the South and 
Middle West. He has already visited 


Raleigh, Atlanta and Birmingham and 
in each city enthusiastic meetings of 
the local agents were held. 





Neal Bassett, vice-president of the 
Firemen’s of New Jersey, and manager 
of the Western department of that com. 
pany, has buiit up a national reputation 
for ability as an underwriter and is 
figuring more prominently than ever in 
company official conferences. The 
Western Department was opened ip 
1910. In 1909 the premiums for the 
territory amounted to $600,000. At the 
close of 1913 the premiums for that 
year were $1,415,574. 

Mr. Bassett was born in Huntsville, 
Ala., in 1871 and when twenty he wem 
with the Fire Association of Texas, a 
Waco company. He next joined the 
forces of the North German of Ham- 
burg and the Transatlantic, traveling in 
all parts of the country, getting splen- 
did experience. The Firemen’s an- 
nexed him to become special agent in 
a group of western States. Later, he 
was made traveling general agent for 
an extended territory, with headquar- 
ters in Chicago. When the Firemen’s 
opened its Western Department he was 
the logical man for manager, which ap- 
pointment he received and quickly 
made good. A few months ago he was 
elected a vice-president of the com- 
pany. His brother, W. T. Bassett, is 
assistant manager of the Western De. 
partment. He, also, has had a tong 
training in insurance. 

t . * 


S. Herbert Wolfe, Actuary, was em- 
ployed to make the examination of the 
United States Health and Accident 
Company for the Massachusetts Bond- 
ing and Insurance Company. 

a a * 


Gertrude A. Goebel has been elected 
a director of the Hartford Life. She is 
cashier of the home office. 

.- ” * 

Leroy Wood, Manager of agents for 
the industrial department of the Gener- 
al Accident, has just returned from an 
extended trip on which he visited the 
agencies of the company in Ohio, In- 
diana and Illinois. 

- s 


Perez F. Huff, of the firm of Wach- 
enheim & Huff, Inc., New York city, 
and premier agent of the Union Central 
Life, plans to sail for the continent on 
the Hamburg-American Line’s new 
sea wonder, the “Vaterland,” on May 
26. He will be gone several weeks. 
Don’t be surprised to learn of P. F. 
making arrangements for a visit to the 
states of several members of the nobil- 
ity, and their capitulation to his _per- 
suasive presentation of a life insurance 
application for their signature. 

*” * ~ 

F. H. Sherman, of the Sun Insurance 
Office, is agency superintendent and 
not examiner, as was inadvertently 
printed in The Eastern Underwriter 
last week. Mr. Sherman has _ been 
agency superintendent for a number of 
years. 

ss ¢ 8 

E. H. Frohlichstein, one of the blue 
jackets killed in Vera Cruz, was an 
agent of the Mutual Life in Alabama 
before he enlisted. Although only twen- 
ty years old he wrote $80,000 of paid 
business in less than a year. His body 
was brought to New York on the fun- 
eral ship Montana. 

La + * 

Thomas H. Fullerton, who has been 
transferred to Baltimore by the Pru- 
dential, was given a loving cup by 
agents in West Chester, Pa. 





STERLING IS CHAIRMAN. 

Nelson D. Sterling, of the Fidelity 
and Casualty Company, has been elect- 
ed chairman of the Plate Glass Service 
ard Information Bureau; H. B. Clarke, 
of the Great Eastern is vice-chairman; 
and E. B. Thistle, of the Globe, is 
treasurer. The resignation of the Pre- 
ferred was accepted. A committee was 
appointed at the last meeting to draft 
a standard policy. 
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| Fire Insurance Department 








PREPARE DWELLING SCHEDULE 


NON-ASSOCIATION COMPANIES ACT 








While Several Offices Plan Joining New 
York State Organization Others 
Will Stay Out. 





While a number of companies, 
notably the St. Paul Fire & Marine, 
County Fire, Minneapolis Fire & 
Marine, Insurance Underwriters, Pa- 
cific and the Stuyvesant, that hereto- 
fore have operated outside the Under- 
writers Association of New York State, 
recently decided to join the organi 
zation, and report has it that still others 
wiil take like action, it is probable that 
the majority of the non-board officers 
will so continue, filing independent rat- 
ing schedules with the Insurance De- 
partment as required by the law. 

The non-association companies will 
meet in New York city to-day (Thurs- 
day), and consider the adoption of 
rates and rules for writing dwelling 
risks. It is contended that the rules 
to be offered are far simpler in their 
application than those issued by the 
State Association for the same class 
of hazard in February last. 

Once the dwelling schedule be adopt- 
ed, the preparation of a schedule for 
mercantiles and later one for special 
hazards will be undertaken. Certain 
company representatives favor the flat 
adoption of present board schedules, 
less ten per cent., or some _ such 
figure, with the writing of three year 
business for two annual premiums, in- 
stead of two-and-one-half times, as is 
the practice of the organization offices. 

The non-board men were assured by 
the State Department that it would 
be quite permissable to maintain board 
agencies in some cities and non-boara 
in others, the only insistence by the 
Department being that there be no dis- 
crimination in the rate charged upon 
risks of “essentially the same char- 
acter” in any given locality. 


RERATING DWELLINGS. 





Penalties to be Imposed Upon Buffalo 
Risks for Exposures of Various 
Kinds, 





Representatives of the Buffalo Asso- 
ciation of Fire Underwriters are busy 
rerating the dwelling risks of their 
city, a task which, when completed, 
it is estimated, will have cost not less 
than $10,000. Under the minimum 
frame dwellings are charged 40 cents 
for three years. It is proposed to re- 
tain this figure as a basis, adding a 
number of penalty charges, whereby 
some agents hold it will be possible 
to reach a 75 cent rate. 

An additional charge of 5 cents has 
been added ‘for shingle roofs, while an 
exposure charge is to be applied when- 
ever buildings are found within three 
feet of one another. 





SURPLUS NEARLY $2,000,000. 





Joint Examination Discloses American 
Central of St. Louis Possessed 
of Strong Resources. 


With admitted assets of $5,366,214 the 
American Central (Fire) Insurance 
Company of St. Louis, was shown by a 
searching examination conducted joint- 
ly by the Connecticut, Illinois and Mis- 
souri insurance departments to have 
possessed on April 25th, a policyholders 
surplus of $1,933,695. The reserve for 
premiums was $3,026,391, with an addi- 
tional $406,126 set aside for miscel- 
laneous liabilities. 

Organized in 1853, over 60 years ago, 
and continuously in operation since 
that time, the American Central is one 
of the foremost companies of the West, 





and has a_ strong following among 
agents everywhere. 
Edward T. Campbell is its president; 





Cec 





W. A. Blodgett, vice-president; B. G. PTR | 

Chapman, Jr., secretary and Conrad Se | 

Roeder, assistant secretary N my tT 
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KEY RATES FOR CITIES. be OEP RURC Pag 










Suburban Fire Insurance Exchange 
Seeking Data for Application 
of Mercantile Schedule. 





The Citizens’ and Tax Payers’ Asso- 
ciation, of (New Rochelle, N. Y., recent- 
ly wrote a letter to the Suburban Fire 
Insurance Exchange in which the state- 
ment was made that in view of the fact 
that the average loss ratio of the city 
Was $32,000 for 15 years, the annual 
premiums being more than $100,000, 
the city should have lower rates. The 
reply of the Suburban Exchange 
follows: 

“We beg to say that rates on risks 
in New Rochelle are in keeping with 
those of similar class and hazard in 
other places having substantially the 
same degree of protection against fire, 
and for the time being that is the best 
we can do. We are expecting in time 
to apply a mercantile schedule based 
upon a key rate for each city and we 
shall expect then to make closer al- 
lowances for the individual features of 
protection which each locality may 
possess. This we cannot do at once 
as we must first get the data for the 
individual key rates of the cities and 
towns after which our inspections ot 
the individual risks will have to be 
made.” 










As a man, in reminiscent mood, surveys the dying embers of what 
was once his home he recalls the years of toil 
and sacrifice entailed in its erection. 


Is it a time for his thoughts to revert to how little he knows about 
the company whose policy he holis? 

Is it a time for him to speculate as to how that company will 
treat his claim? 

Is it a time for his perusal as to when the adjuster may arrive? 

Is it a time to wonder when he’ll get the cash? 


A NATIONAL UNION policy-holder is never disturbed by such dis- 
tressing thoughts. A NATIONAL UNION policy is an “Optimus” 
policy—a certificate of happiness—insuring peace of mind, in 
addition to being the contract of Indemnity sold by all good Agents 
~everywhere. 





. DEPENDABLE 
es a 








INCENDIARISM AT DOVER. 














Citizens of Town Greatly Exercised 
Over Recent Fires—Loss Esti- 
mated at Nearly $75,000. 











Residents of Dover, N. J., are great- 
ly exercised over what they feel was a 
determined attempt to burn the town. LIKELY TO SIGN AGREEMENT. 
Or Tuesday fires started simultaneous- As the result of a conference recent- 
ly in four different places making most IY held by a joint committee, made up 
difficult the task of the firemen. The 0! the executive committee of the Sub- 
latter, however, responded promptly to urban Fire Insurance Exchange, and 
the alarm, and by hard work and under specially appointed representatives of 
intelligent direction succeeded in the Eastern Union and the New York 
mastering all four blazes. Loss esti- Fire Insurance Exchange, it is predict- ness the Rio Grande Fire, of San An- 


TAKEN OVER BY NATIONAL UNION 





Pittsburgh Company Assumes Entire 
Liability of Rio Grande Fire, 
of Texas. 


Having concluded to retire from busi- 


mated at $75,000 resulted and serious ed Frank Merges will join the first tonio, Texas, recently reinsured its 
as this is, property owners feel grateful memed organization, paving thereby the entire liability in the National Unioa 
that the figure was not far greater. ay to further adjustments in the Fire, of Pittsburgh, a company with 


= business. 


, ager ty st g financial resources and ; ro 
PLANS OF EAGLE FIRE. ee ee ee 


gressive management 








Union Company in West—Non-Union posal =o! oy~ ag aaetien 
in the East—Enters Many Upon complaint of State Superinten- C. Fred Burke, secretary of the 
States. dent of Insurance Frank Hasbrouck, W. California State Association of Local 
vs Louis Bennett, an insurance broker of Fire Insurance Agents has been ap 
The Eagle Fire has entered New NeW York city, has been arrested and jointedea member of the Fire Preven 


York, Massachusetts, Pennsylvania, Will be tried for placing insurance with ion Committee of the World's Insur- 


Ohio and Illinois, and will probably 0 authorized company. ance Congress 


appoint an agent in New York city at 





an early date. 

The Eagle will operate in the West 
as a western Union Company; and in 
the East as a non-union company. 








SEEK TREATY REINSURANCE. 

Fire reinsurance, by treaty or other 
wise, is sought by the Florida Fire & 
Casualty Insurance Company of Jack- 
sonville, a progressive and well con-| 
ducted institution of the South. | 


Florida Fire and Casualty 
Insurance Company 


Home Office, JACKSONVILLE, FLA. 


With assets of $429,188, and a paid-| (| Fe, 2 eee a ae $429,188.15 
up capital of $222,025, the corporation CAPITAL PAID UP.............. 222,025.63 
should be well able to carry out what- . ' 
ever obligations it assumes. C. H. —SOLICITED— 


Barnes is its president and Gerald E. 
Hart its secretary and general manager. 


Fire Reinsurance by Treaty or Otherwise 





Fire Risks on Legitimate Surplus Lines Only 


SYRACUSE REORGANIZATION. 


The Fire Underwriters Association ot | after licensed Companies have been exhausted. 
Syracuse will hold a special executive | 
committee meeting to-day to discuss 
clans for reorganization and placing | 
the association on a more substantial 
basis. Other matters of importsnce 
will also come before the meeting. | 


ENCOURAGE HOME COMPANIES 
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NEW YORK AGENTS PROGRAM 


ROCHESTER CONVENTION PLANS. 








New Schedule Rates Discussed by Men 
From All Parts of 
State. 





The annual convention of the New 
York State Association of Fire Insur- 
ance Agents will be held in Rochester, 
N. Y., next week, beginning with 
Thursday: Because of recent de 
velopments in the fire insurance rating 
situation the convention is extremely 
interesting and will be largely attended. 
Agents throughout the State will give 
short talks at the convention telling 
of local rating conditions. Attacks 
made by groups of agents on the Un- 
derwriters’ Association of New York 
State will be discussed. The follow- 
ing is the program of the convention: 

May 28. 

Convention opens at 2 o'clock with 
a greeting by Robert S. Paviour, presi- 
dent of the Fire Underwriters’ Associa- 
tion of Rochester. 

Address of welcome—Roland B. 
Woodward, secretary of the Rochester 
Chamber of Commerce. 

Response—Edgar M. Griffiths, presi- 
dent of Albany Board of Fire Under- 
writers. 

President’s Address—Glenn 
son, secretary of Underwriters 
ciation of Syracuse. 

Reports of officers and committees. 

Address—“Organization and Educa- 
tion’—C. F. Hildredth, president of 
National Association of Local agents. 

Question Box—One half-hour discus- 
sion on questions placed in box by any 
member of the association. Agents are 
requested to bring up any questions 
pertaining to the business. 

Friday. 

Address—H. H. Putnam, secretary of 
the National Association of Insurance 
Agents. 

Discussion of subjects of importance | 
to local agents. 

New Schedule Rules of New York | 
State—Discussion led by James John. 
son, of Rochester, followed by reports 
from other sections of the State. | 
Agents from all localities are requested 


H. John- 
Asso- 


to give reports from their city o: 
town. 

John A. Murphy, Buffalo—Value of 
Co-operation and Association Member- | 


ship. 
red V. Burns, Syracuse—Agents and | 
Brokers’ Laws and Qualifications. 
12:30 p. m.—Luncheon, Banquet 
Room, Powers Hotel. 
Informal Talk—Frank Hasbrouck, Su- | 
perintendent of Insurance. } 
Address—“Insurance Department and | 


Insurance Laws”—Edgar M. Griffiths. | 
The Rochester agents will be hosts 
on Thursday evening at a _ beefsteak | 


dinner in Moerlbach Park. 





SATIRE ON ANNIVERSARIES. 





A New Hampshire Fire Insurance Com- 
pany Special Agent Sends Mock 
“Sticker” for Dailies. 





A special agent of the New Hamp- 
shire Fire Insurance Company has 
compiled a burlesque “sticker” which 
he has mailed to agents asking them 
to attach it to daily reports of pre- 
ferred risks, “in honor of some real 
er fancied special occasion, celebra- 
tion, jubilee or something else as a 
compliment to some real or imaginary 
person who has or has not done some- 
thing—just anything or nothing.” The 
“sticker” follows: 

To New Hampshire Fire Insurance | 
Company: 

The attached daily report of a new} 
preferred risk is sent in celebration of | 
the event indicated below by cross 
mark. Please accept the business. | 
We will do the celebrating. 

Yours truly, 

Faithful Agent. 
(Anybody’s: President, | 


1. Birthday 


Secretary, Agent, Special Agent, 
Stenographer, Office Boy, Janitor) 


2. Anniversary of something. (Just 
og ee Se ee eee 
3. Centennial of something. (Just 


anything; name it) 
4. New Bby. (State whose and 

ge ee ere 
5. Have new Auto. 
6. In new Offices. 
7 
8 


. Agents’ commission increased. 

. President of Company is going to 
pass through field en route to 
winter home in Florida. 


9. President is returning to Home 
Office. 

10. Special Agent promoted? 

11. S. A. Fired. (Sometimes this 
should be celebrated; sometimes 
it’s due to too much “celebrat- 
ing.’’) 

* 12. S. A.’s salary increased. (But 


then this happens so often) 
. Jonah or Mascot? 


. S. A. is going to Home Office. 
(Old Gag) 
15. S. A. is at Home Office. (Stitt 
older) 
16. S. A. has returned from Home 
Office. 
17. S. A. is taking “much needed 


vacation” (and unless you hustle 
business will go to the devil while 
he is away) 


18. 45-day-rule rescinded. 

19. New Underwriters Agency. (This 
is a new one; never been tried 
before) 


20. Just complimentary to the “Old 
New Hampshire Fire.” 





ISSUE “THE FORUM.” 

“The Forum,” just published by the 
Rough Notes Company, of Indianapolis, 
is a book that owes its existence to the 
uncertainty of policy writers and ad- 
justers as to correct forms and methods 
of procedure in caring for the interests 
of their clientele under the various rul- 
ings of state insurance officials and 
courts. 





BOSTON VIEW OF CRITICISM 


COLORED ATTACK ON SECTION 








Hub Underwriters Want Answered the 
Question, “How to Determine 
Adequate Rate.” 





Boston underwriters are taking a 
philosophical view of the criticism of 
Hub rates and losses coming from New 
York city. Leading Boston agents do 
not care to talk for publication, but are 
willing to give a confidential version 
of their attitude. Here are the views 
of one of the prominent agencies given 
to The Eastern Underwriter: 

“While the criticisms of conditions 
in Boston are to some extent justified, 
we nevertheless feel that they have 
been largely exaggerated, or, at least, 
colored, which usually proves to be the 
case when any particular section is 
being attacked. 

“The question of rates will always be 
with us under both favorable and ad- 
verse conditions, but we are somewhat 
at a loss to know how te determine an 
adequate rate that will furnish sufli- 
cient premium to provide for an epi- 
demic of fires any more than for a con- 
flagration. 

“In our opinion, it is not altogether 
a question of rate, but largely one of 
fire prevention, and believe there is no 
city in the country that is more alive 
tc the necessity of impressing on all 
classes of citizens the importance of 
reducing losses by fire than the city 
of Boston.” 





BOSTON ANNEX RULE. 





Board Amends Its Constitution and By- 
Laws to Cover the Underwriters’ 
Agency Situation. 





Companies are somewhat mystified 
by the underwriters’ agency amend- 
ment which the Boston Board of Fire 
Underwriters has made to its constitu- 








Insurance 


Cash Capital 
Premium Reserve 


Admitted Assets 
EDW. T. CAMPBELL, President 


Metropolitan Dept.. New York 
New England Dept. 
Southeastern Dept. . 
Southwestern Dept. . 
Pacific Dept 


pe 














Organized 1853 


American Central 
(Fire) 


ST. LOUIS, 


Result of Joint Examination by the States of 
Connecticut, Illinois and Missouri 


Completed April 25, 1914 
vias eed caer aiaela” $1,000,000.00 


Tero ere Terr rey $5,366,214.34 


Surplus to Policy-holders - 


B. G. CHAPMAN, JR., Secretary 
CONRAD ROEDER, Ass’t Secretary 


MONS a 5.10% 
Atlanta, Ga... 
Houston, Texas Cravens & Cage, Managers 
San Francisco. 


Little Rock... 


Company 
MISSOURI 


3,026,391.91 
405,126.65 
933,695.78 


$1,933,695.78 


W. A. BLODGETT, Vice-President 


. J. G. Hilliard, Manager 
. Simpson, Campbell & Co., Mgrs. 
C. H. Godfrey, Manager 


Christensen & Goodwin, Mgrs. 
. L. B. Leigh & Co., Managers 




















tion and bylaws, and which reads as 
follows: 

“No member of this board shall rep- 
resent any company which maintains 
more than one agency in that part of 
the main peninsula of Boston lying 
north and east of a line drawn from 
Roxbury Canal to Charles’ River 
through the center of Massachusetts 
Avenue, except that a member may 
represent a company which maintains 
not more than one underwriters’ agen- 
cy, provided such underwriters’ agency 
is represented by a member of this 
board. 

“No member shall represent any 
company which permits an agent, 
other than its principal Boston agent 
or the above designated agent of its 
one underwriters’ agency, to issue poli- 
cies of the company covering property 
located in that part of the main penin- 
sula of Boston lying north and east of 
a line drawn from Roxbury Canal to 
Charles River, through the center of 
Massachusetts Avenue. 

“An underwrters’ agency operated by 
two or more companies jointly shall be 
considered the underwriters’ agency 
for each of the parent companies.” 

The last paragraph furnishes 
puzzle. 


the 





NEED SPRINKLER EQUIPMENTS. 





Recommendations Made for Apartment 
Houses of the Melvin 
Type in Boston. 





The National Fire Protection Asso- 
ciation has issued a report on the fire 
which damaged the Melvin Apartment 
house, Boston, in which sharp comment 
is made on the manner of constructing 
apartment houses of this type, and de- 
manding that building reforms be in- 
stituted. 

“Every man who today builds a fire- 
trap knows that it is a firetrap,” igs one 
of the statements made. The report 
strongly recommends that these apart- 
ment houses be equipped with sprin- 
klers. 


HOLMAN FOR PRESIDENT. 








Assistant Manager sf Commercial Union 
Nominated for Head of Insurance 
Society. 





Charles J. Holman, assistant United 
States manager of the Commercial 
|; Union Assurance Company, has been 
| nominated for the presidency of the 
| Insurance Society of ‘New York, and will 
| undoubtedly be so elected at the annual 
|gathering of the organization on the 
| 26th inst. 

Other names advanced for the various 
offices by the nominating committee 
are as follows: Vice-presidents, Charles 
H. Holland, Henry W. Lowe, W. E. Mal- 
lalieu, David Rumsey; secretary-treas- 
urer, Edward R. Hardy; executive com- 
mittee (three years), James Marshall, 
Allen E. Clough, Howard P. Moore. 





INSURANCE ON CHURCHES. 


Inadequate insurance on ehurches is 
a subject of discussion in England. 
The Archdeacon of Bath says that 
churches are generally under-insured. 
Policies ought to cover the building, 
including the chancel, the furniture and 
fixtures, the pulpit, seats and books, 
the organs, bell and clock, and all 
stained glass windows. Experience 
showed that the great heat of a fire 
from within and the cold of the ex- 
tinguishing water from without usual- 
ly resulted in the cracking.and twist- 
ing of the walls, which had to be 
pulled down after the fire. 


WHEELING APPOINTMENTS. 


Recent agency licenses given in 
Wheeling, W. Va., are as _ follows: 

Fire Association, J. W. Speidel, T. H. 
Pollock; Connecticut, B. S. McClure: 
Boston, J. W. Speidel; Hartford, D. 
George Morgan; Michigan Commercial. 
W. W. Vardy; National Union, D. G. 
Morgan, 
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BEGAN WITHOUT CAPITAL 


CAMDEN FIRE INSURANCE ASS’N 








Interesting Early History of a Com- 
pany Which Now Has Assets 
of $3,056,412. 





The Camden Fire Insurance Associa- 
tion has issued an attractive book tell- 
ing its history from organization in 
1841 (in which year it wrote $147.25 
premiums, paid $5.05 for expenses, and 
had no losses), to the present time 
when its assets have grown to $3,- 
056.412. 

On the night of January 12, 1841, in 
the old Colonial ferry house, Camden, 
a small group of men formed the Cam- 
den Mutual Insurance Company, a 
charter being granted the following 
March and the first policy issued in 
April. Among the thirteen directors, 
two were ferrymen and innkeepers, one 
a gunsmith, one a shoemaker and one 
a sausage weaver. Only one had prac- 
tical insurance experience. There was 
not a dollar of assets. The first ex- 
penses were paid out of the pockets 
of the directors. Six months later six- 
teen policies had been issued, eleven 
of them to directors, and one to a 
local publisher in exchange for print- 
ing. The actual amount of cash in the 
treasury at the time was $7.20. 

Divided All Risks Into Two Classes. 

The secretary wrote policies by hand, 
filed the surveys and was agent, man- 
ager and office force combined. It was 
not hard work as only twenty-three 
policies were issued the first year, 
thirteen the second and thirty-four the 


third. The directors met once a 
month and discussed underwriting 
problems gravely. There were no 


rate schedules, clauses, stamping bu- 
reaus, or brokers. Risks were divided 
into two classes, “ordinary” and “ex- 
traordinary.” Ordinary risks insured 
buildings and contents, at the annual 
rate of twenty-five cents per hundred 
dollars, if brick; thirty-five cents, if 
frame. “Extraordinary risks” were 
either written at an excess rate or 
declined. The largest policy issued in 
the first five years was for $9,900; cov- 
ering fifteen buildings of a large estate, 
but among them, curiously enough, 
was a brass foundry, a rolling mill and 
a fork handle shop. 
Barred the Mormon Church. 

Insurance on a “stone meeting house” 
was applied for. The secretary was 
instructed to insure the same for % 
of 1 per cent. per annum, “unless it 
be a Mormon church, in that case not 
to insure at all.” It was peculiar that 
a farm barn unequipped with lightning 
rods drew the highest rate. A country 
store stock was written for thirty-five 
cents, a brass foundry at twenty-five 
cents, a stone grist mill at sixty cents, 
less than a third of the rates charged 
to-day. Every risk was inspected be- 
fore written. 

It was three years before the first 
loss came and there was just enough 
money in the treasury to pay for it. 
Another three years came before the 
second loss occurred. This was remark- 
able in view of the fact that Camden 
was a frame town. Until 1851 the di- 
Tectors made no distinction between 
protected and unprotected risks. In ten 
years its premiums never exceeded 
$800 per annum. At the end of ten 


years the loss ratio was 34 per cent.,' 


despite the fact that 87 per cent. of 
the risks were located in Camden. 
Jonathan Burr Made Secretary. 

In 1853 the Company was reorganized, 
Jonathan Burr being made secretary. 
He underwrote boldly, writing $2,000 on 
an unprotected frame ice house, and 
covering the “Mansion House,” Atlantic 
City, with a $4,000 builder’s risk policy. 
For the thirty-two years that he handled 
the underwriting end the Company had 
a loss ratio of only 15 per cent. All 
losses were adjusted solemnly by the 
board of directors. 

The premiums grew slowly. For 
eighteen years the Company had not a 
single agent. In 1859 a committee of 








four was sent out and "woeicenibil two 
agents in nearby towns, at 6 per cent. 

commission, with policy and survey fee 
of $1.50 additional. 

In 1858 the Company laid the corner 
stone of its first office building. 

Becomes a Stock Corporation. 

In 1869, having $58,000 assets, the 
Company became a stock corporation. 
During the twenty-eight years it had 
been a mutual there never had be2n 
made an assessment on its members. 
From the first business was really done 
on the stock plan, no premium notes 
or deposits being required. The first 
stock was issued in 1870, being divided 
without cost among the members in 
the proportion their premiums bore to 
the assets. In 1872 the capital was 
fixed at $52,855, and the following year 
a scrip dividend raised it to $105,730. 

It was not until 1881 that the word 
“Mutual” was dropped from the name 
and the Company got its present title 
of the Camden Fire Insurance Associa- 
tion.. From 1870 to 1890 the average 
loss ratio was less than 12 per cent. 
This caused insurance men in Camden 
to say: “If you want a ‘fireproof’ house 
insure it in the Camden Fire.” 

James Lynn Truscott Becomes 
Managing Underwriter. 

In 1895 a branch office was opened 
in Philadelphia; in 1900 the Associa- 
tion became an agency company. 

The capital-and surplus were doubled 
and J. Lynn Truscott, who established 
the Philadelphia agency was made vice- 
president and managing underwriter. 


To meet the demands of larger business | 
in | 
By various | 
issues $500,000 was added to the cap- | 
ital, and $500,000 to the surplus, mak- 
ing, all told, a million dollars invested | 


the capital was again increased 


1903, 1904, 1909 and 1912. 


in the Company by stockholders since 
1899. The capital now is $600,000. In 
February of this year it was voted to 


again increase the capital stock and! 


when this is effected the Association 
capital will be $700,000; with net sur- 
plus over liabilities of $900,000. 

Edmund E. Read, Jr., is president 
of the Camden Fire Insurancce Asso- 
ciation; James Lynn Truscott is vice- 
president; Joseph K. Sharp is secre- 
tary. 

SOCIETIES TO MEET. 

The sixth annual conference of the 
Insurance Institute of America will be 
he'd in Philadelphia on June 9-10. The 
fo'lowing are members: Insurance Li- 
brary Association of Boston, Fire In- 
surance Club of Chicago, Insurance So- 
ciety ef Cleveland; Insurance Institute 
of Hartford; Fire Insurance Club of 
Memphis, Insurance Society of New 
York; Fire Underwriters’ Association 
of the Pacific; Fire Insurance Societies 
of Philadelphia, Pittsburgh and San 
Francisco. 





NO MANAGERS’ ORGANIZATION. 

Nothing has been done yet toward 
the organization of an association of 
fire insurance rating managers. The 
rroposition is in the hands of E. R. 
Hardy, of the New York Fire Insurance 
Exchange, who is considering a plan ot 
action, but who is not yet ready to 
make any announcement. 





The Sun Insurance Office of London 
has moved its Western Department to 
the Fort Dearborn Bank Building. 
Chicago. 








UNDERWRITERS TO HELP. 





Local Insurance Men Active in Spring- 
field’s Move Against 
Firetraps. 





Active and valued service has and 
is being given by the insurance men 
of Springfield, Mass, to the clean-up 
campaign underway in that city. 

Better building ordinances will be 
adopted, the absence of which has ren- 
dered futile all efforts of the insurance 
men to prevent the erection of poorly 
constructed buildings or secure the im- 
provement of such as were already in 
existence. 








At the recent regular quarterly meet- 
ing of the Underwriters’ Association of | 
Syracuse complimentary’ resolutions 
were adopted expressing the apprecia- | 
tion of the association for the long and 


} 
DISCUSS SYRACUSE BROKERS. | 
| 


faithful services of Chief Quigley, of 
the Syracuse department, who has just 
retired. 

The question of brokers’ licenses was 


also discussed. 


WANT FIRE MARSHAL KEPT. 

The Underwriters Association of New 
York State has written a letter to mem 
bers of the legislature advocating the 
retention of the office of State Fire 





Marshal. 














WESTERN 
ASSURANCE CO. 


of Toronto, Canada 
FIRE and MARINE 


UNITED STATES BRANCH 
January 1, 1914 $ 
2,578, 165. 
ss § gS See ‘ me 
W. R. BROCK, President 


PNUD <cudbussxnabdbiehouenbaeed 
W. B. MEIKLE, Vice-Pres. & Gen. Man. 








TWO HUNDRED AWD FOURTH VFAR 


SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 


UNITED STATES BRANCH: 


54 Pine Street - New York 


WESTERN DEPARTMENT: 
39 South La Salle Street - Chicago 











PACIFIC DEPARTMENT: 
N. W. Cor. Sansome & Sacramento Sts. 
San Francisco, Cal. 











LOGUE 


Cc ORNIA 


BROTHERS & CO. 
307 FOURTH AVE., PITTSBURGH, PA. 


General Agents for Pennsylvania 
REPRESENTING 


MICHIGAN COMMERCIAL INSURANCE CO. 
INSURANCE CO. 

GINIA FIRE & MARINE INSURANCE CO. 
MILLERS NATIONAL INSURANCE COMPANY. 
OHIO FARMERS INSURANCE CO. 


THE 








CHAS. H. POST, U. 8. Mgr. 


Caledonian Insurance Co. of Scotland 


FOUNDED 1805 
“ THE OLDEST SCOTTISH INSURANCE OFFICE” 


UNITED STATES HEAD OFFICE 
Cae Building, 50-52 Pine Street, New York 


R. C. CHRISTOPHER, Asst. U. S. Mgr. 


“NEW YORK CITY OFFICE 
Golden Hill Building, 59 John Street, New York 








FIRE ASSOCIATION 


Organized 1817 Incorporated 1§20 
Cash Capital $750,000 


Office: Company’s Building, 407-409 Walnut St. 


Assets $9,091,141 


wr 
PHILADELPHIA 


Charter Perpetual 

















Address HOME OFFICE - - 


E. C. IRWIN, President H, CONDERMAN, Vice-President ¢ 
M. GAERIGU ES. See. and Treas. 
R. N. KELt .Y, Jr.. Asst. Sec. and Treas. 1920 
1831 —— 1914 (FIRE) 


THE Potomac INSURANCE COMPANY 


OF THE DISTRICT OF COLUMBIA 


Agents Wanted in 


Pennsylvania, West Virginia, Ohio 


and Illinois 
WASHINGTON, D. C- 

















F. H. es Pres. 


i Ohio's 


ORGANIZED 1848 


W. E. HAINES, Secy. 


Oldest and Strongest Company 


Net Surplus Over $1,015,000.00 
AN AGENTS COMPANY 





General Agent 


E. K. SCHULTZ 


PHILADELPHIA 


Eastern Pennsylvania, New 
Jersey and New York 


LOGUE BROS. & CO. 


PITTSBURGH 
General Agents 
Western Pennsylvania 
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BROKERS’ ACTIVITIES 











AUTO MEN MADE BROKERS 


STREET UPSET BY APPOINTMENTS. 








Protest to Insurance Department Made 
By Fire Brokers Association 
of New York. 





The fact that the newly organized 
Maufacturers’ and Dealers’ Motor Un- 
derwriters, Inc., has been appointing and 
securing insurance brokers’ licenses for 
people in the automobile business has 
caused almost as much stir on the 
street as did the automobile rate war. 
The Fire Brokers’ Association of the 
City of New York held a special meet- 
ing and denounced this type of appoint- 
ment, and, also, filed a vigorous pro- 
test with the New York Insurance De- 
partment. A meeting of the brokers’ 
association was held yesterday to find 
out what success a special committee 
consisting of F. S. Little, George W. 
Will and F. W. Stillman, has made in 
inducing the companies back of the 
Manufacturers’ and Dealers’ Motor Un- 
derwriters, Inc., to change their 
raethods. 

The resolutions adopted by the brok- 
ers’ association follow: 

Whereas, It has come to our 
notice that the Manufacturers’ and 
Dealers’ Motor Underwriters, Inc., 
as general agent of prominent fire 
and casualty insurance companies, 
is securing brokers’ licenses for, 
and appointing as sub-agents of 
said fire and casualty companies, 
various manufacturers of, and deal- 
ers in automobiles, sales represen- 
tatives of automobile companies, 
and owners of garages, for the pur- 
pose of selling insurance against 
loss and or damage to automo- 
biles sold to the customers of such 
manufacturers and dealers, and 
their representatives, and 

Whereas, The Manufacturers’ and 
Dealers’ Motor Underwriters, Inc., 
is a corporation organized for the 
purpose of conducting such agency 
business, and we are informed that 
the stock of this agency corpora- 
tion has been, or is about to be, 
placed with officers or other in- 
dividuals connected with automo- 
bile manufacturing corporations or 
automobile selling agencies, to the 
end that a part of the commission 
paid on this automobile insurancec 
may by way of dividends on the 
stock of such corporation, inure to 
the benefit of the officers or in- 
dividuals connected with such auto- 
mobile manufacturing corporations 
or automobile selling agencies, and 

Whereas, This Association views 
with alarm the inauguration of such 
practice, which seriously affect the 
incomes of insurance agents and 
brokers, who devote their entire 
time and attention to the interest 
of their customers, and which does 
not provide the purchasers of such 
automobiles with the _ services, 
knowledge and influence of expert 
insurance men; and which also is 
apparently a violation of the intent 
of the anti-rebate law of this State: 

Now, Therefore: Be it Resolved, 
That the Fire Brokers’ Association 
of the city of New York, hereby 
records its earnest protest against 
the action of these insurance com- 
panies in the appointment of the 
Manufacturers’ and Dealers’ Motor 
Underwriters, Inc., as their agents 
in issuing fire and liability policies 
to automobile owners through auto- 
mobile manufacturers, dealers or 
salesmen; believing that such ac- 
tion is inimical to the best interests 
of the insurance business, in that 
it will place the disposal of their 
policies in the hands of a large 
number of men who are in ignor- 
ance of the important principles of 


GPENS BROKERS’ DEPARTMENT. 
Liverpool & London & Globe is Latest 
Company to Establish Special 
Hazard Branch. 








A growing tendency to open brokers’ 
departments in New York city has been 
noted among the leading fire compan- 
ies. Recently, the Aetna established 
such a department. The Home and 
the ‘New York Underwriters’ Agency 
have been equipped to handle such 
business from a New York base for 
some time. The Liverpool & London 
& Globe is the latest company to make 
this departure. In a circular the Com- 
pany says in part: 

“We are pleased to inform you that 
a department has been opened to con- 
sider and bind lines of the various 
hezards now written by this Company 
covering throughout the United States 
and Canada.” 

A. L. Erskine is manager of the de- 
partment. Formerly, he was head of 
the inland marine division of the Com- 
pany. 

* ~ * 

Creating Brokerage Departments. 

Although far from having the footing 
it has attained in New York city, the 
brokerage idea is making steady head- 
way in Philadelphia, agency after 
agency in that city making special 
efforts to woo the aggressive middle- 
man. Several of the more prominent 
of the agencies have established. brok- 
erage departments, and talk of seek- 
ing large lines throughout the country, 
just as a number of the big brokerage 
firms of New York, Boston and Pitts- 
burgh have been doing for some time 
past. 

: * ¢ @ 
Lloyds Gets $7,500,000 in Annual 
Premiums. 

The views of Frank Lock, United 
States manager of the Atlas, on Lloyds 
are of interest. He says: 

What business is sent across the 
water, mainly to London Lloyds, 
is very serious as well as increas- 
ing in volume. There is no accu- 
rate way of determining the 
amount, but conservative estimates 
put it at not less than $1,000,000,- 
000, which at an average rate of 75 
cents would amount to $7,500,000 
per annum of _ premiums. Of 
course much of this is legitimate 
surplus line or affidavit business, 
but much of it is desirable busi- - 
ness, which the stock companies 
would be glad to hold secured at 
cut rates or liberalized forms of 
policy, or both, and is a form of 
competition growing more to be 
reckoned with all the time. It is one 
of the grave problems confronting 
companies for solution, and the 
stock companies themselves are 
used as bait to capture business 
for the Lloyds, brokers contract- 
ing for a risk part in good stock 
companies and the balance in 
Lloyds at non-tariff rates or rules. 
The stock companies thus furnish 
the rates, inspections, underwriting 
talent and adjusting ability on 
which the Lloyds trade. With their 
low expense ratio secured as stated 
they can well afford a loss ratio 
far above that of the stock com- 
panies and yet secure a profit. Here 
again as with the reciprocals their 
history has been too short in the 
fire business to be seriously affect- 
ed by a city conflagration or a 
cycle of bad years. This may yet 
come. 





BRING AGENTS HERE. 

General agents of casualty compan- 
ies in nearby States have “loaned” to 
New York general agents many of their 
best men in order that the New York 
managerial representatives of the com- 
ponies can take care of the flood of 
compensation business. 


insurance, and to the injury and 
detriment of the business of the 


SPRINKLERS DID THEIR DUTY. 


Considerable comment has been oc- 
casioned by the fire in the building of 
Wm. B. Riley & Co., Philadelphia. The 
report printed in a daily paper thal 
the water loss was $10,000, caused by 
the sprinklers, is an exaggeration. 

The Wm. B. Riley Co. said this week 
to a representative of The Eastern Un- 
derwriter: “The loss with us by fire 
was slight, but some damage was done 
by water, resulting from the opening 
of the sprinklers. We are unable to 
locate the cause of the fire, but it is 
very clear that the sprinklers did their 
duty and put it out promptly.” 





BUFFALO BROKERS. 

The Buffalo Brokers’ Association is 
still in process of organization. The 
association wants to start with a mem- 
bership of twenty-five; and the delay 
has been from lack of time of those 
who are behind the movement. 


—— —.. 
—= 























“ The Leading Fire Insurance Company 0; 
America” 


CASH CAPITAL .- $5,000,0%0.00 
WM. B. CLARK, President 


Vice-Presidents 
HENRY E.REES = A. N, WILLIAMS 
Secretary 
E. J. SLOAN 
Assistant Secretaries 
E. 8S, ALLEN GUY E. BEARDSLEY 
RALPH B. IVES 


W. F. WHITTELSEY, Marine Secretary 








LL aoe ee ree 


ord-Deutsche 


INSURANCE COMPANY 
OF HAMBURG, GERMANY 
ESTABLISHED 1857 


STATEMENT JANUARY I, 1914 
ae ig tkeW oie o-0 ko . 
iavdans cae aen 579,631.12 


SIE b,c tle wl pnt deem ghieie Ana aeRO ew ie asbie 859,768.41 


UNITED STATES BRANCH 
123 WILLIAM ST., NEW YORK 
J. H. LENEHAN, United States Manager 


Agents Wanted in Principal Cities and Towns 


eccccccs $1,439,399.53 











JOHNG.EWING C.J. HIGGINS PATRICK NOUD M. W. WELSH 
President Vice-Pres. 2nd Vice-Pres. Sec. & Treas. 


& THE COLUMBIAN NATIONAL 


FIRE INSURANCE COMPANY 
DETROIT, MICH. 
Authorized Capital 
Cash Capital paid in ,650. 
Surplus to Policyholders - - 1, 174,537.73 
EDWARD BLIVEN, Managing Underwriters 
RELIABLE AGENTS WANTED 


New York, New Jersey, Pennsylvania, Michigan, Ohio, Illinois, 
Indians, Wisconsin, lowa, Wisconsin 


H. H. RIMINGTON, Special Agent, Room 303, 119 So. 4th Street - Philadelphia, Pa. 


- - $1,000, 000.00 
- - - 902,650.00 

















JOHN L. DUDLEY, Pres. JOHN E. KING, Vice-Pres. GEORGE E. WOOD, Vice-Pres. 


The John L. Dudley, Jr. Co. 


84 William Street, New York City 
General Agents in the U. S. for the Arlington Fire, of Washington, D. C. 





Western Assurance, of Canada 





GENERAL AGENTS SUBURBAN DEPARTMENT: 


HEAD SUBURBAN AGENTS: 
Atlas Assurance Co., London; Sun Underwriters, London; Nord-Deutsche, 
Germany; County Fire, Philadelphia 


Sterling Fire, of Indiana 











Whilden & Hancock 


95 WILLIAM ST. 
NEW YORK 





General Brokerage Business 





..-All Brancnes... 











legitimate insurance broker. 
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NEW JERSEY NOTES 
PRAME ROW RATE QUERIES 


A. BROWN EXPLAINS SCHEDULE. 














Some of the Questions Answered by 
the New Jersey Rating 
Expert. 





The new plan of rating frame rows 
promulgated by Atlee Brown, the New 
Jersey rating expert, has attracted 
wide attention from underwriters, 
raters and agents. 

It was described fully in The East- 
ern Underwriter last week. Numerous 
inquiries regarding the new rating plan 
have been received by Mr. Brown. 
Some questions and answers that he 
has made follow: 

Q. Can return premiums be paid by 
endorsements on account of promulga- 
tion of new rule on subject of frame 
row? 

A. No. The new rule upon this sub- 
ject is a general change and would, 
therefore, be in violation of Rule No. 
82, page 85, of Hand Book, for return 
premiums to be paid. The new rates 
produced by application of the above- 
mentioned Rule are for new contracis 
of insurance only. 

Q. What is the rate upon dwelling 
buildings in a frame range consisting 
of a number of dwellings with one 
mercantile risk in the center of the 
row? The mercantile risk is specific- 
ally rated, but the dwelling buildings 
are not. 

A. This row should be specifically 
rated as a row, as the rate upon the 
store building was not predicated upon 
the basis of the original dwelling build- 
ing. 

Q. What rate is applicable upon a 
frame dwelling building adjoining; a 
frame store building constituting a row 
ot two? 

A. The above risk would be rated 
as a row of two without making an 
additional charge for the one dwelling 


building, and the dwelling building 
would be subject to flat rate of store 
building, less 3214 per cent., less .04 


on account of being on the end of the 
row. 


CONDITION AT POTTERIES. 

A special agent who has been in- 
specting the potteries at Trenton says 
that the general ware potteries con- 
tinue busy, while the sanitary potteries 
have been shutting down. Glass fac- 
tories will shortly close down for the 
season. 


FREDERICK F. FOX DEAD. 
Frederick F. Fox, a veteran agent of 
Perth Amboy, N. J., died a few days 
ago. He represented the Commercial 
Union, ‘Equitable, Firemen’s Fund, 
Glens Falls, Hartford, London Assur- 
ance and Westchester. 





LAW'S FIRE INSURANCE TABLES. 

Harrison Law, of ‘Nutley, N. J., has 
just issued the thirteenth annual edition 
of his “Fire Insurance Expense Ratio 
Table,” a work highly useful to all close 
students of present day fire underwrit- 
ing practices and tendencies. 


JERSEY CITY GRIEVANCES. 





Heard by Arbitration Committee of the 
Eastern Union at a Conference 
in New York City. 


the 


The Arbitration Committee of 
Eastern Union gave a hearing on 
Thursday of last week to agents ol 


Jersey City, who made a statement tell- 
ing the grievances with which they 
are afflicted by reasons of multiple 
agents and other conditions which have 
Leen described at length in The Eastern 
Underwriter. Among the agents who 
attended were John E. Muller, John H. 
Ward, and representatives of Meyer & 
Klein Co. and Jos. M. Byrne & Co. | 
Edward Milligan, president of the 
Phoenix of Hartford, is chairman of 
the Arbitration Committee. 

The Jersey City agents feel that there 
should be a reduction in the number of 
agents in Hudson County, each com- 
pany limiting its representation. They 
elso think that some step should be 
taken to curb the practice of employes 
of New York offices writing business, 
while posing as New Jersey insurance 
men. 





WITH DELAWARE UNDERWRITERS 

L. C. A. S. McClellan, who recently 
resigned from the New Jersey rate 
making office, has been made counter- 
man in the Philadelphia office of the 
Delaware Underwriters. At one time 
Mr. McClellan was in charge of the 
agency department of Wagner & Tay- 
lor, Philadelphia. 


NO PUBLIC ADJUSTERS. 

The loss of the Morristown Lyceum, 
Morristown, N. J., has been settled; 
$27,000 on building; $7,000 on contents. 
An interesting phase of the settlement 
is that public adjusters were turned 
down in their offers to “aid” the as- 
sured. 





“ 


NEW JERSEY APPOINTMENTS. 


German-Alliance, Charles N. Evans, Lincoln 
Park; Zane-Wilson & Co., Inc., Swedesboro. 

Glen Falls. Asbury Fountain, Old Bridge; 
Thomas W. Lavake, Princeton. 

Globe & Rutgers, Louis S. Du Four, 
ID. Flammer. Bound Brook 

Ilenover, John H. Paul, Jersey 

Home, Zane-Wilson & Co., Inc., 

National Louis 
sey City. 

National Union, Carl Dannheim, 
Leonard Fuchs, East Orange; 
Snyder, Avon-by-the-Sea; Warner 
Jr... Ventnor 

North British & 
Calder & Co., Upper 
land Co., Arlington; 
Hoboken. 

North British 
V. Dorland Co. 

Northern Assurance, 
Inc., Swedesboro 

Norwich Union 
Co., Stratford 

Ohio Farmers, T. M. Ten 
Bayonne 

Orient. 
Bloomfield. 


Andrew 


City. 

Swedesboro. 
Fire, Kretschmann Co., Jer 
Rutherford; 
Charles D. 


Lindsay, 


Mercantile, L ~—- J. 
Me ntclair: & or 
Morris FEichman, 


& Mercantile 
Arlington 
Zane-W ilsor & Co., 


New York; I 


New Jersey Title & 


The William HU 
Phoenix, Henry Kahn & Co Egg eaaail 
City; Francis F. Simpson, Matawan | 
Security, K. Cleaver & Co., Palmyra 
Springfield Fire & ong ne, Henry J. Bloem 
ecke, Bloomfield; mes avic 
Charles S. Ware Wiieenes L. Wilson 
Swedesboro. 
Sun Insurance Office, T. M. 
Co., Bayonne. 
Union Assurance, 
Jersey City 
Western, H. C. 
Williamsburgh 
Cedar Grove 


Stevenson Co., 


| 


| 
Evart M. 


, 
zane 
Ten 


Broeck & 


Woodward & Williamson, | 
Brose, Woodbury 


City, Ehler O. Wetlyen, 





Disability 


The Springfield Mutual | 
hands of | 
| 


Company has gone into the 
a receiver 





The North River 


Insurance Co. of New York 
INCORPORATED 1822 





Total Assets of all Companies Repre- 
sented by this Office December 31, 1912 


Crum & Forster 
NEW YORK 


GENERAL AGENTS 


$14,249,072.19 























Capital Stock - - 
Liabilities 


Net Surplus - 
Total Assets - 
P. L. 


C. E. Sheldon, V. Pres’t. 
F. Hoadley, Secretary 





Fire, Tornado and Automobile Insurance 


American of Newark 


Chartered in 1846 


Special Reserve F und 


HOADLEY, 


- $10,004,903.21 


$1,000,000.00 
5,452,043.92 

° 300,000.00 
3,252,859.29 


President 
C. W. Bailey, V. Pres‘t. 
A. C. Cyphers, Treas. 


























COMMISSION RULE IN CITIES. 





Fire Chiefs and Others Report Im- 
provement Over Old Style 


of Government. 





The Newark “News” 
esting resume of New Jersey commis- 
sion rule of municipalities, with par- 
ticular reference as to how the fire de- 
partments are affected. Fire Chief 
Bennett, of Trenton, thinks that city 
would make a great mistake to go back 
to the old form of government. “Poli- 
tics do not bother us now,” he says. 

Chief Bowker, of Passaic, says that 
fire losses are lower than under the old 
form of administration. 

There has been some trouble in the 
Phillipsburg department, but that has 
been settled. Chief Conway, of Jersey 
City, says many innovations have been 
made under the municipal regime, and 
that discipline in the department is 
much better. 


prints an inter- 


WANTS "$50,000 DAMAGES. 

The Mercantile Realty and Improve- 
ment Company, 
is Joseph M. Byrne, Newark agent, has 
brought suit for $50,000 against 
Firemen’s Insurance Company, of New 
Jersey, the Hedden Construction Com- 
pany and O’Gara & Maguire, Inc. The 
pleintiff alleges that in the construc- 
tion of an annex to the Firemen’s 
Building in Newark a building owned 
by the Mercantile Realty and Improve- 
ment Company was damaged. The de- 
fence of the insurance company is that 
it was not responsible for the building 
work as it had given the contract to 
the Hedden Company, which in turn 
shifts the responsibility to O'Gara & 
Maguire. 





at the head of which | 





JOHN C. PAIGE CO. 


INSURANCE 
65 KILBY ST. BOSTON, MASS. 





the | 





GERMANIA 
FIRE INSURANCE COMPANY 


NEW YORK. 


ORGANIZED 1859. 


Statement, January 1, 1914. 
Cash Capital ....... $1,000,000.00 
POND i645 axe wen os 7,260,197.27 
Net Surplus ........ 2,596,266.99 
Surplus for Policy 

Holders ......... 3,596,266.99 


HEAD OFFICE 
Cor. William & Cedar Streets 














For The Protection Of Its 
Policy Holders 


THE HANOVER 


Fire Insurance Company 


HAS A 
Cash Capital - - $1,000,000.00 
Cash Assets - - 4,743,233.00 
Cash Surplus to Policy 
Holders - - . 1,741,305.00 


The real strength of ap insurance comy any is ir 
the conservatism of ite management, and the man 
agement of THE HANOVER is an absolute as 
surance of the security of its policy 
R. EMORY WARFIELD President 
JOSEPH McCORD ~- Vice-Pres. & Sec'y 
WILLIAM MORRISON - Asst. Sec'y 
JAMES W.HOWIE - - Gen. Agent 


HOME OFFICE: 
Hanover Bidg., 34 Pine St. 
NEW YORK 








ASSETS 
CAPITAL 


THE OLDEST FIRE INSURANCE COMPANY CHARTERED BY THE 
STATE OF NEW JERSEY (Chartered 1811) 


NEWARK FIRE 


INSURANCE CO. 


NEWARK, N. J. 
STATEMENT JANUARY 1, 1914 


$2,009,888.00 
500,000.00 
$1,107,131.00 


Responsible Agents wanted in Cities and Towns where Company is not 
now represented 








THE YORKSHIR 


FRANK & Du — U. 8. Managers 


PAC wre s JOAST DEPARTMENT. McClure Kelly, 





Established 


The “YORKSHIRE” is the Oldest and Strongest of the English Fire Companies not here 
tofore represented in the United States 
ERNEST B. BOYD, Underwriting Manager 
oO. E. LANE, Assistant Manager, 80 Maiden Lane, New York 

New York Life Insurance & Trust Co., 
Manager, San Francisco, 
YRTH & SOUTH CAROLINA DEPARTMENT, Harry R. Bush, 

SOUTHEASTERN DE PARTMENT, Dargan & Hopkins, 
Louisiana & Misstasipi Department, JAS. B. ROSS, Manager, New Orleans, La 


Insurance Company, Ltd. 


OF YORK, ENGLAND 
1824 


52 Wall Street 

Cal 

Manager, Greensboro, N. « 
Managers, Atlanta, Ga 


U. S&S. Trustee, 
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NBW WILKES-BARRE THREAT 


CHAMBER OF COMMERCE REPORT. 
Penalties of Middle Department Must 
Come Down or Courts Will Be 
Appealed to. 





The Chamber of Commerce of Wilkes- 
Barre, Pa., which has made an exhaus- 
tive study of fire insurance rating con- 
ditions in that city, has made the fol- 
lowing report: 

“That sufficient improvements have 
been made by the city, according to 
the uncontradicted testimony of City 
Commissioner Schuler, to justify a re- 
duction of the penalties imposed by 
the Underwriters Association of the 
Middle Department, from twelve cents 
to three cents. 

“That a reduction of the even five 
cents in the penalties would amount to 
a saving to the owners of insurable 
property in Wilkes-Barre of about thir- 
teen thousand dollars a year, based on 
the insurance now in force. 

“Your committee with the active co- 
operation of City Commissioner Schuler 
and the officials of the Spring Brook 
Water Co., is now preparing a state- 
ment reciting these improvemenis and 
wiil request a reduction in the penal- 
ties, sincerely hoping that new stand- 
ard has been established in the mean- 
time. 

No Feeling Against Local Agents. 

“We want it distinctly understood 
that regardless of the hostile attitude 
assumed by some of the local fire in- 
surance writers, that this committee has 
no cause for complaint with them. The 
result of our inquiry shows that they 
are powerless in the fixing of rates and 
penalties. The rates are fixed for them 
by the middle department or its repre- 
sentative. 

Recommendations. 


“From the above we make two de- 
ductions, suggestions or recommenda- 
tions: 

“First. That so far as the basic or 


key rate is concerned, we must await 
the report of the joint legislative com- 
mission, and in this connection it may 
be of interest to state that last week 
the Supreme Court of the United States 
upheld the constitutionality of the Kan- 
sas fire insurance law of 1908 in affirm- 
ing the right of a State to regulate the 
rates to be charged by an insurance 
company doing business within its 
borders. 

“Second. That so far as the penalties 
may be concerned, we would suggest 
that the action of this committee in 
endeavoring to effect a reduction in pen- 
alties, be indorsed; and that, if no re- 
lief is afforded the owners of insurable 
property in this community within a 
reasonable time, this committee then 
report on the advisability of proceed- 
ing in a court of adequate relief.” 





POSTMASTER AN AGENT. 

W. Frank Patten has purchased the 
insurange agency of Julius H. Wood, 
and will hereafter conduct it, succeed- 
ing F. Albin Burger at Lowville, N. Y. 
Mr. Patten is at present deputy post- 
master and has held that office for 
several years. 





E. J. THOMASON WEDS. 
Edward J. Thomason, treasurer otf 
the Girard Fire of Philadelphia, and 
Miss Elizabeth Woolman Robb, of 
Burlington, N. J., were married on May 
16. The best man was former Mayor 

Frank S. Katzenbach, of Trenton. 





ACCUSED OF FIRING VILLAGE. 

The trial of John Myer, of Lodi, N. 
Y., charged with starting a fire which 
destroyed much of Lodi last December, 
is being held in the Supreme _ Court, 
Waterloo, N. Y. Burns. detectives 
spent three months working up a case 
against Myer. 





State Fire Marshal Baldwin, of Penn- 
sylvania, has sent to newspapers in 
that State a warning of household 
perils. It consists of a large number 
of don’ts for housewives to observe. 


CALL ANNEX FIGHT 
AN AGENCY SQUABBLE 





(Continued from page 1). 


opportunity to make a living. In the 
case of the larger agencies, if -they 
lest underwriters agencies they would 
fill the vacancies with the first com- 
panies that came along. It seems al- 
most impossible to presume that be- 
cause an agent lost underwriters agen- 
cies he would retire from business. 
Until there is a sole agency representa- 
tion system the number of agencies in 
a town will not be regulated. Exclu- 
sive agencies tend toward monopoly, 
and legislation to bring about such an 
end is against the tendency of the 
times. The agents of underwriters 
agencies should be protected as equit- 
ably as other citizens of the State. 
Excessive Liability. 

The acquisition cost is not increased 
by underwriters agencies. Itis also con- 
tended that there is no excuse for 
saying that agencies of annexes are 
of an inferior type to other agents. 
Representation is too mixed to warrant 
such a Classification. 

In regard to Mr. Woodworth’s argu- 
ment of grave danger of creating ex- 
cessive liabilities in congested districts 
the experience of companies after great 
conflagrations is cited. The Chicago 
and Boston fires cleaned out more than 
fifty companies each, none of which 
was an underwriters agency. The 
amount of liability that a company has 
in one city is a question of underwrit- 
ing judgment and management, no 
matter from how many sources the 
business comes. Companies operating 
underwriters agencies understand the 
consequences of a conflagration just as 
certainly as do other companies and 
make liability provision accordingly. 
In the San Francisco fire there was no 
default on any policy issued through 
an underwriters’ agency. 

Protecting the Small Company. 


One argument driven home by Mr. 


Woodworth was that seventy compan. 
ies have been forced into retiremant 
during the last two years and that 
small companies are needed. The an- 
nex point of view is that small com. 
panies are desirable and that there js 
no desire on the part of tariff asso. 
ciations, or other company organiza- 
tions to drive them out. Responsi- 
bility for the passing of so many com. 
panies should be placed at the door of 
poor underwriting, the meeting of an 
exceptionally high burning ratio or 
legislation that cripples their oppor. 
tunities to do business at a profit. 


The allegation that the policyholder 
is misled by the annexes is denied by 
their protagonists. If there is a dis. 
pute about typographical arrangement 
of the policies, that is @ mere adminis- 
trative detail that can be settled in a 
manner similar, for instance, to the 
action taken by Commissioner Hardi- 
son of Massachusetts more than a year 
ago. If there are underwriters poli- 
cies that are objectionable in their 
wording the agencies say that they are 
willing to make changes to meet the 
requirements of the insurance commis- 
sioners upon request. 


Commissioners Have Matter Under 


Consideration. 


The argument of the underwriters 
agencies is summed up in the belief 
that the question is one that does not 
concern the State, but is a strict com- 
pany and agency question which should 
be settled between them. 

The insurance commissioners have 
not yet announced what action they 
will take regarding the underwriters 
agency question. 





At the suggestion of the Pennsylva- 
nia Insurance Department the Attorney- 
General has asked the Dauphin County 
Court for a rule on the Employers’ In- 
demnity Company, of Philadelphia, to 
show cause why it should not be placed 
in the hands of a receiver. 








THE 


Massachusetts Bonding and Insurance Company 


OF BOSTON 
T. J. FALVEY, President 


Through its amalgamation effective, May II, 1914, of the 


United States Health and Accident Insurance Company 


OF SAGINAW, MICHIGAN 


Becomes the leading monthly payment accident and health Insurance company of America 





Thus does a strong and successful “‘two line’ Company—the peer in its line, with twenty-three years of Honorable Service to 
its credit and the best year in its history just achieved, recognize the trend of the times by joining forces with a stronger and mark- 
edly progressive ““MULTIPLE LINE’’ Company which has earned wide-spread and unstinting approbation from agents, policyhold- 
ers and the general insuring public—A Company which writes 


FIDELITY AND SURETY BONDS, LIABILITY, WORKMEN’S COMPENSATION, AUTOMOBILE AND TEAMS PROPERTY DAMAGE, PHYSI- 
CIANS’ DEFENSE, PERSONAL ACCIDENT AND HEALTH (Commercial and Industrial), PLATE GLASS, BURGLARY and THEFT INSURANCE. 





merge readily and become as one. 


The equitable dealing, liberal treatment of claims, and honorable observance of the full spirit of all obliga- 
tions, for which both companies are noted, are such that the general business policies of both companies 





The Organization of the ‘Old U. S.’”’ Remains Intact 


MR. J. B. PITCHER, former President, and MR. R. PERRY SHORTS, former Vice-President of the United States Health and Acci- 


dent Insurance Company are now Vice-Presidents of the Massachusetts Bonding, and are active members of the executive staff. 
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TRANSACTS 
Personal Accident, Health and Disability; 
Plate Glass; Automobile; including Property 
Damage & Collision; Elevator, Teams, 
Employers’ Liability, VWWorkmen’s Compensa- 
tion, Public and General Liability Insurance. 
Fidelity and Surety Bonds, 


Head Office for the United States 
57-59 WILLIAM ST.,NEW YoRK 


West “ : Pacific Department: 
B. — Depz:tment: py 
Chicago, I. San Francisco, Calif. 











ADDS $4,200,000 IN PREMIUMS 


IMPORTANT REINSURANCE DEAL. 








Massachusetts Bonding and Insurance 
Company Absorbs United States 
Health and Accident Company. 





The absorption of the United States 
Health & Accident Insurance Company, 
of Saginaw, Mich., by the Massachu- 
setts Bonding & Insurance Company of 
Boston is regarded as one of the best 
deals of the kind that has ever been 
consummated, and President T. J. Fal- 
vey, of the Massachusetts company, is 
being congratulated on all sides. It 


ileal 
J. B. PITCHER. R. P. SHORTS. 


gives his company a clean and well- 
managed accident and health business 
that amounts to $1,200,000 in premiums 
annually. 

History of United States H. and A. 

The United States Health and Acci- 
dent was organized in December, 1900, 
with a paid-up capital of $200,000, and 
began writing in January, 1901. Soon 
after its incorporation it reinsured the 
business of an association conducting 
un industrial accident and health insur- 
ance business. The assets of the United 
States at the time of its amalgamation 
With the Massachusetts were $1,050,000, 
With a premium income of $1,200,000. It is 
said that it was the first stogk company 
organized in this country to conduct 
the business of industrial accident and 
health insurance, and it has always con- 
fined its operation to personal accident 
and health lines and principally to the 
industrial end of the field. 
Old Officers Go with Amalgamated Co. 

All the officers, heads of departments 
and others who were in the service of 
the United States Health and Accident 
will be connected with the Massachu- 
setts Bonding and Insurance in an ac- 








Surety News 


tive manner. J. B. Pitcher, president; 
and R. P. Shorts, vice-president, of the 
old company, will be vice-presidents of 
the Massachusetts Bonding and Insur- 
ance, and will manage and direct the 
health and accident business. 

Mr. Pitcher became associated with 
the United States in 1891, organizing 
the company, securing all of its capital, 
and doing this without promotion ex- 
pense. The success of the company 
furnishes a testimonial to his capabili- 
ties. J. M. Pitcher, secretary and treas- 
urer, and F. R. and F. C. Pitcher, vice- 
presidents of the United States, all hav- 
ing been connected with the company 
since 1895, will be associated with the 
amalgamated company. 


Careers of Messrs. Shorts and Howland. 


R. P. Shorts is well known as a rec- 
ognized legal authority on insurance 
matters in general and policy contracts 
in particular. As compiler of the card- 
digest records of the Insurance Law 
Reporting Company, he or.ginated a 
complete digest system for reporting le- 
gal decisions affecting accident, health, 
burglary and employers’ liability insur- 
ance in form readily adaptable to im- 
mediate reference. Mr. Shorts special- 
ized in insurance law while attending 
the law department of the University 
of Michigan, from which institution he 
graduated in 1906. Prior to entering 
college he personally solicited insur- 
ance for several years and made a good 
record as a producer. He became asso- 
ciated with the United States Health 
and Accident Insurance Company in 
January, 1907, as general counsel, and 
in 1911 was elected vice-president and 
given direct supervision over the com- 
pany’s agency operations c.hroughout 
the forty-five States of the Union in 
which the company transacted busi- 
ness. 

W. H. Howland, formerly secretary 
and general manager of the Fidelity Ac- 
cident Company and later assistant su- 
perintendent of the United States 
Health and Accident Insurance Com- 
pany, has been made assistant manager 
of the accident and health depar:ment 
of the Massachusetts Bonding and In- 
surance Company. 

History of Massachusetts B. and |. Co. 

The Massachusetts Bonding and In- 


surance Company was organizea in 
1907 by T. J. Falvey, who was elected 
president. The company s‘arted with 


$500,000 capital, and $250,000 surplus. 
From the beginning it made rapid pro- 
gress in writing fidelity and surety 
bonds, burglary and theft business. In 
1911 it increased its capital to $1,000,- 
000, and procured an additional $250,000 
in surplus funds, thereby giving it a 
total of $1,000,000 paid in capital and 
$500,000 surplus. In December, 1911, it 
extended its operations by engaging in 
the writing of liability, compensation, 
plate glass, personal accident anda 
health. In 1913 the company’s net in- 
crease in premium income was approxti- 
mately $1,000,000 over its business for 
the previous year, the total prem’um, 
net premium, income being $3,184,000. 
In April the capital was doubled. With 
the increase in capital and surplus, the 
absorption of the United States Health 
and Accident, and the addition of the 
strong force of the latter company, tne 
Massachusetts Bonding and Casualty 
enters upon a new career of growth 
and prosperity that will make it be- 
come one of the largest and strongest 
casualty companies in America. 
CONGRESS OF DISEASES. 

The third International Congress of 
Diseases will be held in Vienna from 
September 21 to September 26. 

Papers will be read and discuss‘ons 
will take place upon: (1) Fatigue; (2) 
Work in Hot and Humid Atmospheres; 
(3) Industrial Anthrax; (4) Pneumoco- 
nioses; (5) Effects of Electricity In- 
dustrially; (6) Occupational Poison- 
ings, Lead, etc.; (7) Ill Effects of Oc- 
cupation on Hearing. 
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BLANKET FIDBLITY BONDING 


CONSIDERING ITS 





ISSUANCE. 





Underwriters Studying Form and Cov- 
erage of Such Contract—Question 
of Rate, 





Quiet investigation is being made by 
a number of company officials as to 
the advisability and practicability of 
issuing a blanket fidelity bond, cover- 
ing all employes of a bank or mercan- 
tile establishment, without their being 
specifically named. 

It is thought by some that the im- 
pertant officials in a financial institu- 
tion, such as cashiers, tellers and those 
immediately handling funds, should be 
bonded specifically as now, the blanket 
coverage applying merely to the gen- 
eral employes. 

Such a bond, would of course, appeal 
peculiarly to the assured, simplifying 
greatly the process of insurance, both 
before and after a loss. As the ten- 
dency of the times is markedly toward 
simplicity in contracts, the blanket fi- 
delity bond now talked of is a commend 
able idea, if the preper rate chargeable 
for the board coverage can be arrived 
at. 


RESIDENCY BURGLARY POLICIES. 





Companies Generally Holding Their 
Business Under the Modified 
Contract. 





As a rule companies writing resi 
dency burglary insurance under the 
modified policy issued on and since 
March 1, are eas'ly holding renewals, 
despite the efforts of several of the 
smaller institutions to induce it away 
by means of more liberal coverages 

The wisdom of demanding an addi 
tional premium where the hazard of in- 
suring property of gues‘s, or for theft 
during pericds of the unoccupancy of 
buildings is assumed has readily been 
recognized and assented to by both 
brokers and assured, wherever agents 
or managers have taken the troubie 
to explain the situation, 

Such falling off as has occurred in 
residence business, and the volume ad- 
mittedly is not as large as it was twelve 
months ago, is attributed by observing 
underwriters, to general business de- 
pression rather than to any dissat'sfac 
tion on the part of the assured with 
the latest form of policy. 


ANNUAL CONFERENCE IN FALL. 

The annual meeting of the Detroit 
Conference will be held in Atlantic City 
on September 9, 10 and 11 at the Hotel 
Shelburne. 


HOME ACCIDENTS LEAD ALL 


TRAVELERS DISCUSSES CLAIMS. 





Injuries to Pedestrians Continue at 
Same Ratio for Five Years— 
Automobile Injuries. 

The Travelers Insurance Company has 
compiled some interesting statistics re- 
garding accidents resulting from causes 
to which all men are exposed without 
regard to their employment for which 
the company paid claims during 1913. 
The analysis of these payments fol- 

lows: 

The largest per cent. of number of 
claims made, 23 per cent., was on ac- 
cidents at the home of the assured. On 
these the percentage of amounts paid 
was 16.9. Next came number of claims 
of pedestrians, 18 per cent.; 13.8 per 
cent. of amounts paid. In sports and 
recreations, per cent. of number of 
claims was 17; per cent. of amounts 
paid, 15.3; automobiles, 15.5 claims; 
21.8 per cent. of amounts paid; travel, 
11.4 claims; 19.5 paid; miscellaneous, 
7.2 claims; 7.7 paid; horse and vehicle, 
5.6 claims; 3.5 paid; bicycles and motor 
cycles, 2.3 claims; 1.5 paid. 

A comparison with similar statistics 
five years ago shows accidents at home 
and to pedestrians maintain practically 
the same relative position The per- 
centage of travel accidents in 1913 was 
somewhat less both in number and 
amount of benefits, but travel accidents 
are liable to violent fluctuations. The 
number of people traveling varies large- 
ly with the changing conditions of busi- 
ness. Steamship accidents, which are 
often attended with a great loss of life, 
may be almost absent as a contributing 
cause during one year and be enor 
mously increased by some such disaster 
as the Titanic the next. 


ADAMSON NAMES NEW BOARD. 


it Will Prepare Rules to Diminish Fire 
Dangers in Hazardous Occu- 
pations. 


The Board of Hazardous Trades, 
which will take up the work of the old 
Municipal Explosives Commission, has 
been organized by Fire Commissioner 
Adamson, of New York It will pre- 
pare rules intended to diminish fire 
dangers in hazardous occupations. 

The members are Joseph O. Ham- 
mitt. chief of the Bureau of Fire Pre- 
vention; George C. Eaton, a consulting 
engineer; Dr. Russell W. Moore, chem- 
Holden Weeks. . 
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KIKD WORDS FOR COMPANIES 


BANKERS FRANK TRIBUTE. 


No Disposition on Part of Underwriters 
to Deai Other Than Fairly 
With Assured. 





After close and extended investiga- 
tion B. A. Ruffin, secretary of the In- 
surance Committee of the American 


Bankers Association, assured members 
of the New Jersey Bankers Association 
at their recent annual gathering, that 
it was the firm conviction of the Com- 
mittee that underwriters are engaged 
“in the conduct of an honorable busi- 
ness” and that all claims are settled 
in strict accord with contract conditions. 

At the present time, Mr. Ruffin ad- 
vised, 28 surety writing companies are 
issuing the American Bankers Associa- 
tion form of fidelity bond, the rate for 
which is but $2.50 per thousand of in- 
demnity per annum. 

Bankers Burglary Bond. 

Encouraged by the success attained 
in the preparation of a special fidelity 
bond, the bankers, Mr. Ruffin further 
said, are now at work drafting an im- 
proved burglary policy, which they 
hope to have ready for submission to 
the underwriters within a short time. 
Continuing Mr. Ruffin said: 


“Then after having determined the 
sufficiency of the commodity that is be- 
ing bought, the next logical thing is 
a consideration of the cost of that com- 
modity to the banks. This committee 
has been unable to determine with any 
degree of accuracy the profit experience 
of the surety companies upon their fi- 


delity insurance departments. The 
figures they publish do not separate 
their experiences upon the different 
classes, upon the banks, for instance, 
from the commercial house having 
bonds, but this committee has in its 
possession such information as leads 


it to believe that with respect to burg- 
lary insurance the amount of losses 
paid to all the members of the Amer- 
ican Bankers Association for the whole 
country are around five per cent. of 
the premiums paid by the banks to the 
burglary companies. 

“This committee is at work on that 
phase of it and they hope by a cam- 
paign of publicity either to prove the 
fallacy of this information that we think 
is correct, or to obtain a material modi- 
fication in the cost of that form of in- 
surance to the banks. 

‘TI can not close without making a 
little more direct statement as to the in- 
surance companies themselves. I have 
found that in the minds of many bank 
ers and in fact in the minds of many of 
the customers of every class of the in- 
surance companies there is a fixed idea 
that the insurance companies will take 
advantage of every possible technicali- 
ty, that they will resort to every sub- 
terfuge by which they may be able to 
defeat a proper claim, that they, in 
other words, will cheat you every time 
they get the chance. I find man after 
man who thinks that the attitude of 
the insurance company is like that of 
the little boy whose teacher sent him 
after a bag of plums with which she 
contemplated the illustration of some 
point in the lesson, and she gave him 
a dime and cautioned him to pinch one 
or two of the plums in order that he 
might see whether they were ripe, and 
after while he came back with a bag 
of plums, and she asked him if he 
had pinched one or two of them, and 
with a self-satisfied air, of a duty 
well performed, he said, “Surest thing 
you know; I pinched the whole bag, 
end here’s your dime back.” It is not 
the general disposition of the insurance 
companies to pinch the whole bag. They 
are engaged in the conduct of an honor- 
able business. 
there 

bad 

companies 
agents. The 


as 


bad sbanks 
bankers, there are 
and a few bad 
relation of the 
is one 
insur- 


“Just as are a few 
and a few 
a few bad 


insurance 


SO 


bank to the insurance company 
of contract. 


largély You have 


Tecumseh 


ance laws in each State, you have able 
and competent Insurance Commission- 
ers in each State, and the regulations 
enforced by these Commissioners have 
the effect of enforcing the proper ob- 
servation of the contracts promulgated 


by the insurance companies. There- 
fore, if the bank at the time it pur- 
chases its insurance contract fails to 
see to it that it has in that contract 
the things that it expects to have, you 
cannot blame the insurance companies 
for insisting upon a settlement within 
the terms and limitations of that con- 
tract.” 





TILT AT HEARING. 





Cowles Says Stock Companies Shouid 
Not Play “Wet Nurse” to 
Mutuals—Lott Replies. 


At a conference between stock com- 
panies and the Insurance Department 
of New York on Tuesday of this week 
a poll was taken as to whether the 
stock companies would join with mu- 
tuals in a central inspection organi- 
zation, covering compensation risks in 
this State; and also, whether the stock 
companies would consent to enlarge 
the reinsurance bureau so as to take 
in excess lines of the mutuals. The 
companies’ representatives expressed 
themselves as opposed to the latter 
proposition, and most of them favored 
the former, saying that they believed 
n uniformity of rate. 

One interesting feature of the con- 
ference was an exchange of verbal 
shots between W. G. Cowles, of the 
Travelers, and Edson S. Lott, of the 
United States Casualty. Mr. Cowles 
said that the Travelers did not want 
to tie up with the mutuals in an in- 
spection proposition; that the Travel- 
ers made an individual inspection of 
each risk; that the stock companies 
and mutuals were run on absolutely 
different lines; that the stock com- 
panies have already spent $30,000 in 
perfecting a scheme of rating; and 
that he objected to their acting as a 
“wet nurse” to the mutuals. 

Mr. Lott retorted, saying that in his 
judgment no plan which would permit 
individual companies to make rates as 


& result of individual inspections and 
change of rates would end in anything 
but competitive rates, and finally in 
rate chaos. He said he was in favor 
of a central inspection bureau, which 
would take in the mutuals and State 
fund. 





COMPENSATION CONFERENCE. 

Workmen’s Compensation was dis- 
cussed at a conference in the Wool- 
worth Building, New York, on Monday 
afternoon, under the auspices of the 
Industrial League. Speeches were 
made by Examiner Senior, of the New 
York Insurance 
Sherman, Ex-Commission- 
er of Labor; Albert W. Whitney, of 
the Workmen's Compensation Service 
Bureau; William C. Archer, of the In 
dustrial Commission of Ohio, and 
'hompson S. Sampson, of the American 





Mutual Compensation Insurance Com- 
pany. Many large employers and 
lawyers attended the conference. 
The Equitable Ac- 
Don’t Accept cident Company, 
What Life of Boston, has 
Companies Refuse given agents some 
valuable tips in 


Among other 
that if a 
should 


selecting accident risks. 
things the Company says 
man is refused life insurance he 
be turned down as an accident and 
health prospect. Where accident and 
health insurance is issued without 
medical examination the loss ratio is 
larger, proving conclusively that good 
moral and physical risks are much to 
be desired; therefore, it is incumbent 
upon the agent to satisfy himself that 
the applicant is morally and physically 
satisfactory. The Company also calls 
attention to moral hazard, and says 
that reckless automobile drivers must 
not be insured under any circum- 
stances. 


COMPENSATION RATE BOARD 


OF STOCK AND MU MUTUAL COMP’S. 


Will Apply Universal Analytical Sche- 
dule to New York State Com- 
pensation Risks. 


A central inspection Bureau system 
for the purpose of inspecting and sche- 
dule rating all workmen’s compensa- 
tion risks in New York State has been 
tentatively organized. It will be called 
the “Compensation Inspection Board.” 
Stock and mutual companies attended 
the initial meetings. Regarding the or- 
ganization, Manager Whitney, of the 
Workmen’s Compensation Service Bu- 
reau, said: 

“An organization of this kind ought 
to be conducted in a perfectly impar- 
tial and independent manner. There 
should be a general manager and he 
should be free to run it with as little 
interference as possible. There is no 
overlooking the fact, however, that: he 
must be responsible to somebody. The 
system has been developed by the bu- 
reau companies. If a situation should 
develop, which I admit is highly im- 
probable, in which companies not sym- 
pathetic with the ideals of the foun- 
ders of the system should come into 
control and those who founded it should 
cease to be able to direct the work 
along the lines that have been laid 
down I think we should all admit there 
was an injustice. I do not profess to 
know how this should be worked out. 
I have proposed that each 


should have a single vote; an alterna 


tive proposition would be, however, 
a representation upon some large 
unit of premiums so that no com- 


pany should have more than two or, at 
most, three votes. 

“It is thought that the expense of 
such a bureau would be about 75 or 109 
thousand dollars a year, which may be 
about one-half of one per cent. of prem- 
ium receipts. It is proposed to. pro- 
iate this expense in proportion to the 
actual compensation premium receipts 
in New York of each company during 
the current year, assessments to be 
made upon an estimate and adjusted at 
the end of the year. There should 
coubtless be a certain minimum charge. 


There is to be no connection with the | 


company 





Workmen’s Compensation Service Bu. 
reau except that we suggest that the 
bureau to be formed should employ Mr. 
Hansen, the head of our schedule-rat- 
ing department, as adviser. This would 
seem to be almost absolutely necessary 
as there is no one else available who 
could possibly in the limited time at 
our disposal get this system into run- 
ning order.” 


RAINY DAY INSURANCE. 





Givers of House Parties in England Can 
Protect Themselves Against 
Bad Weather. 


The latest novelty in British indem- 
nities is insurance devised for holiday 


makers and persons giving house 
parties and private garden parties, 
who will suffer if it rains. Any sum 


per day or week may be insured in 
proportion to the premiums paid. 
There are four forms of policies. 

Policy A pays for each separate week 
in which there are three or more days 
of rain, amounting on each day to more 
than .20 of an inch. Policy B pays for 
each day on which the rainfall amounts 
to more than .20 of an inch. Policy 
C pays for the second and every addi- 
tional rainy day in each week or in 
every separate week, on which the 
rainfall amounts to more than .15 of 
an inch. 

The premiums vary from $3.60 to $15. 





The office of 
Newark, N. J., 


the Bureau rater in 
was closed this week. 





The Employers’ Liability 
Assurance Corporation, Limited 


The original and leading Liability 
Insurance Company in the World 
LIABILITY, STEAM BOILER, ACCIDEN1. 
HEALTH, FIDELITY 
AND BURGLARY INSURANCE 


United States Branch 
SAMUEL APPLETON, United States Manage 


Employers’ Liability Building, 
33 Broad Street, Boston, Mass. 
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The Fidelity and Casualty Company of New York 
92 Liberty Street, 
Annual Statement, December 31, 1913 


Surplus over all Liabilities... .. 
Losses paid to December 31, 1913 


THIS COMPANY ISSUES CONTRACTS AS FOLLOWS: 


Fidelity Bonds; Surety Bonds; Accident, Health and Disability Insurance; Burglary, Larceny, 
Theft Insurance; Plate Glass Insurance; Liability Insurance—Employers’, Pu 


New York, N. Y. 


$11,063,356.70 
8,055, 163.65 
1,000,000.00 
2,008, 193.05 
44,841,703.50 


ic, Teams 
Personal Injury, Property Damage and 





(Personal Injury and Property D 
Collision), Physicians’, Druggists’, 
Steam-Boiler Insurance; Fly-Wheel Insurance. 


Owners’ and Landlords’, 


Elevator, Workmen’s Compensation— 








ridential Casualty Su. 
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INDIANAPOLIS 








Strictly a Casualty Company 
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Special Talks With Local Agents . | 














In a statement to agents 


Larger the Massachusetts Bond- 
Premium ing and Insurance Com- 
Payments pany makes a plea for 


larger premium pay- 
ments, saying: 

All of the Company’s present 
Ordinary Department policies pro- 
vide an increase of 10 per cent. 
in the benefits when premiums are 
paid annually and 5 per cent. when 
paid quarterly. This is a pretty 
big inducement and there is no 
question but it relieves the insured 
of a great deal of bother to have 
the premiums on his policy taken 
care of for a year. What percent- 
age of your policyholders pay 
either quarterly or annually? Un- 
less a good number make payments 
in this Manner you are certainly 
doing extra work each month, 
some of which at least can with- 
out doubt be avoided, and the 
same effort turned into more profit- 
able channels, and there is less 
likelihood of the policy lapsing 
through oversight or neglect. It is 
unsatisfactory to all concerned 
when the Company is obliged to 
discredit a claim on account of 
the fact that the policyholder has 
failed to make payment when due 
and the policy consequently not 
being in force. 


+ * aa 
William Linck, a 
Dont Think district manager 
Too Much of of the National 


Your Commission Casualty Company, 

says that he finds 
he can solicit more energetically and 
with more enthusiasm when he keeps 
from his mind the thought “What am 
I going to make personally out of this 
man?” Instead, he solicits with the idea 
that the prospect needs protection and 
it is wp to the solicitor to convince 
him of the fact. 

“Advertising for both the agent and 
the Company is a potent factor also,” 
continues Mr. Linck. “Upon delivering 
a draft to a claimant I impress upon 
his mind that he can do me no better 
favor than by telling his friends of 
the promptness and full payment of 
his claim. One big thing which leads 
to suctess is the holding of the busi- 
ness after you once get it. I find it 
is impossible not to have any lapses, 
but this can be avoided to a certain 
extent by the agent’s persistency and 
the prospect’s first impression as to 
the payment of his premiums. Im- 
press upon his mind the fact that he 
alone is responsible for the payment 
of same.” 


~ * * 
“Commerce,” says Emer- 
Take son, “is carrying things 
Tip From from where they are plen- 
Emerson tiful to where they are 


needed.” Accident insur- 
ance policies,” says the American Cas- 
ualty Co., “are plentiful here at the 
home office, and they are needed in 
every nook and corner of this great 
land where there is a human being. 
Wherever two or more people are 
gathered together there is danger 
of accident, and where the danger is, 
there also is the necessity for the pro- 
tection that accident insurance gives. 
Every agent is a carrier of this vast 
commerce, and his field is as wide as 
the trackless seas, while the posst- 
bilities for the accumulation of wealth 
are almost as unlimited as space. A 
poor insurance agent will be a positive 
curiosity when the men engaged in 
the business once wake up to a realiza- 
tion of all there is in it for them.” 


- * ” 
Edward Walker, the 
Increasing casualty insurance 
Efficiency advertising special- 


of Interviews ist, says that writ- 
ing casualty insur- 
ance is largely a matter of personality, 


of making calls, of clever arguments, 


of actual examples and straight-from- | 
the-shoulder closing talks. That is 
salesmanship and nothing can take its 
place. But through a proper use of 
good literature, interesting circulars, 
forceful letters and follow-up systems 
an agent can supplement his personal 
work. He can arouse interest, inspire 
confidence, create a desire for insur- 
ance, secure live prospects and in-| 
crease the efficiency of his interviews. | 








NERVY OF ASSURED. 





In Detroit Policyholders Sign a Garage 
Agreement Which Increases 
the Coverage. 





An interesting question for under- 
writers to consider in connection with 
endorsements, as applied to policies 
covering automobile hazards, is whether 
or not the scope of family endorsement 
would be extended by reason of the as- 
sured signing an application for garag- 
ing, such as the following, which is 
in common use in garages in Detroit, 
Michigan. 

Application for Garaging. 

To the Anderson Electric Car Co. 

I hereby make application to your 
company for garaging service for 
my automobile, being a model 
Staeaae » Factory No. ......, and 
in consideration of the rates on 
the back hereof, I hereby release 
you from all liability for damage 
or loss in excess of the sum of 
$10, which may arise from any 
cause whatsoever in connection 
with the care or operation of said 
car by your employes. I further 
agree that all persons dealing for 
or delivering said car shall be act- 
ing as my agents and for whose 
actions I assume the responsibility. 
This application after acceptance 
by you may be cancelled by either 
party upon thirty days notice in 
writing. | 
It seems quite a presumption on the | 

part of the assured to extend the cov-| 
erage contained in the policy, thus | 
creating additional liability to the com-| 
pany carrying his risk. 





GOES WITH THE GENERAL. 

Ambrose T. Barnes has been ap- 
pointed assistant to H. E. Southam 
manager of the workman’s compensa- | 
tion department of the General Acci- 
dent Fire & Life Assurance Corp., Ltd. 
Mr. Barnes has been connected with 
the Casualty Company of America for 
over ten years. He started in the acci- 
dent department of that Company 
where he remained two years, being 
then transferred to the liability de 
partment, after serving the Company 
in that department for two years in 
Various capacities, he was made assist- 
ant superintendent, which position he 
retained for over six years, until go- 
ing with the General Accident. 


MUNICIPAL INSURANCE. 
Pittsburgh Administration Considers 
Project to Insure City Employes— 
Many Accident Claims. 


So many claims have been presented 
to the city council of Pittsburgh from 
city employes who have been injured 
that the council is considering taking 
out a blanket policy covering employes 
who may become ill while on duty or 
who meet with accidents. Director of 
Public Works Robert Swan has issued 
a ruling that no claims will be honored 
unless presented at once; and, in the 
meantime, the insurance question will 
be investigated. 

Many of the claims have resulted 
from electric shock injuries received in 
pole wiring. 





The Preferred’s “30th Anniversary” 
policy has proven very popular with 
agents and brokers. It is unusually 


Georgia Casualty Company 
MACON, GEORGIA 


A STRONG CASUALTY COMPANY Surplus and Reserves over $800,000 


Writes the Following Forms of Casualty Insurance 
ACCIDENT PLATE GLASS HEALTH LIABILITY 
AUTOMOBILE BURGLARY ELEVATOR TEAMS 
Agents Wanted in Undeveloped Territory 


Apply PETER EPES, Acency Manager, Home Office 








liberal in its coverage. 








ROYAL INSURES POLICE, 


The Royal Indemnity, through the 
medium of the Independent Police En- | 
dowment Association, has insured 1,200 | : 
New York policemen. Each man is 
covered by a disability policy for which 
the company receives 62 cents a policy, 
and which covers for $500 in case of 
death by accident, and pays $5 weekly 
in case of disability due to sickness or 
accident. 


GEORGE /]. KUEBLER 
Attorney - at- Law 
EXPERT LEGAL COUNSEL ON 
INSURANCE MATTERS 
Briefs of the Law in any State 
on Matters of 
INSURANCE 


a Specialty 


ACCIDENT STUDY. 


; A course in personal accident instruc- 
tion will be given by the Hartford 
Insurance Institute, 


-t- References on Application stet= 


Sulte 720-29 So. LaSalle St. Chicago, Ul 
——o ES: Randolph oe - 6si4 


in — 








=~, NEW ENGLAND 
x5) CASUALTY CO. 


Incorporated under Massachusetts Laws 
Fidelity and Surety Bonds, Burglary and 
Theft, Accident and Health Insurance 

Liability and Automobile Property Damage 
Excellent territory open to reliable representatives 


HOME OFFICE 
4 Liberty Square, Boston, Mass. 












GENERAL ACCIDENT 
FIRE and LIFE 


Assurance Corporation, Limited 
55 John Street, New York 
Premiums Written in 1913 - $3,997,131.58 
The Very Best Policies at Reasonable Prices, With’ Large Assets Behind Them 
ACCIDENT—HEALTH—LIABILITY 


Automobile—Elevator —Teams— Burglary—Workmen’s 
Indemnity—Etc., Etc. 33 33 


C. NORIE-MILLER, United States Manager 








THE 


METROPOLITAN CASUALTY 


INSURANCE CO. OF NEW YORK 
(Formerly The Metropolitan Plate Glass and Casualty Insurance Co.) 
Home Office, 47 CEDAR STREET 


HATE SAE ciens POLICIES 


OF THE MOST APPROVED FORMS 
EUGENE H. WINSLOW, President 
DANIEL D. WHITNEY, Vice-Pres. 8. WM. BURTON, Sec. ALONZO G. BROOKS, Ass’t Bec 
RELIABLE AND ENERGETIC AGENTS WANTED 








THE SIGN OF GOOD CASUALTY INSURANCE 
HEAD OFFICE F. J. WALTERS 


CHICAGO Resident Manager 
: 55 JOHN STREET 
F. W. LAWSON New York 
General Manager 
Ls, Acie, IME Pin Ld Ae 
Burglary, Boiler and ia Resident Managers 





Credit Insurance New England 


London Guarantee & Accident Co., Ltd. 


OF LONDON. ENGLAND 


Established 1869. 
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THE EASTERN UNDERWRITER 


May 21,1914. 











GOOD SERVICE 


is the foundation upon which to erect a successtul business. 
Brief, liberal, clearly expressed policies, with guaranteed 


low cost, are serviceable alike to policy holders and agents. 
Specimens of Life, Accident or Health policies cheer- 
fully furnished. 


For Agencies Address 
The Columbian National Life Insurance Company 
BOSTON, MASS. 


ARTHUR E. CHILDS, President 
WM. C. JOHNSON, Vice-Pres. and Gen’! Mgr. 





INSURANCE COMPANY OF NORTH AMERICA 
ee PA. 


MARINE 


AND INLAND TRANS- 
PORTATION, MOTOR 


FIRE 


AND TORNADO 
RENT, LEASE, USE 
AND OCCUPANCY 


CAPITAL - $4,000,000 
ASSETS - $17,938,784 
LIABILITIES - $9,193,374 


NET - SURPLUS $4,745,410. 
SURPLUS TO POLICY HOLDERS $8,745,410. 


EUGENE L. ELLISON President 
BENJAMIN RUSH, Vice-President 
*€E? O.PLATT, 2nd Vice-President 


BOAT, TOURIST 
FLOATER,AUTO.- 
MOBILE FLOATER, 
PARCEL POST 


LOSSES PAID SINCE 


ORGANIZATION 
$164,800,757. 


T. HOWARD WRIGHT, Sec’y and Treas. 
SHELDON CATLIN, Ase’t. Seoretary 




















There is Always Room at the Top 





re Come with us 

=| and it won’t be 
so hard to get 
on. 








Live ones win 
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Write to 


J. L. BABLER 


Gen’l Manager Agencies 


International Life 


ST. LOUIS 


WHAT YOU DESIRE IS COMING TO YOU 


No ‘“‘ifs’’ ‘‘ands’”’ or ‘‘ buts’”’ the 


GREAT EASTERN ULTRAS 
NEW ORDINARY ACCIDENT AND HEALTH 
INSURANCE CONTRACTS ARE WHAT YOU 

DESIRE AND WHAT YOU CAN SELL _ 
GET NEXT! 


GREAT EASTERN CASUALTY COMPANY 


55 JOHN ST., NEW YORK 























Don’t Delay Decide Today 





Coin Compelling Contracts 
Direct with Active Agents 


Philadelphia Life 
Insurance Company 


N. E. Cor. Broad and Sansom Streets 
Philadelphia, Pa. 


Sign and Send the Coupon se 
To Me 
JACKSON MALONEY 


Manager of Agencies 


ee CNN ac Wks. b o4 i o4.0.08 & abe es Ole Ok VE bbe eS 
SE Se era Ee See Pe ee et eee 








San Francisco Losses 
Amounting to $4,522,905:00 
paid PROMPTLY IN CASH 
WITHOUT DISCOUNT, from 
funds largely supplied by head 


Liverpool 


office in Liverpool 


U. $. Gash Assets, Dec. 31, 1913 $14,261,648.20 
Surplus, - + = + ,629,018.15 
Losses Paid by Chicago Fire, 1871  3,239,491.00 
Losses Paid by Boston Fire, 1872  1,427,290.00 
Losses Paid by Baltimore Fire, 1904 — 1,051,543.00 


amo TF ondon 
ame Globe 
Insurance Zo, 


Over $137,000,000.00 


Losses Paid in the United States 


HENRY W. EATON, MANAGER 


G. W. HOYT, DEPUTY MANAGER 


J. B. KREMER, ASST. DEPUTY MANAGER 
T. A. WEED, AGENCY SUPERINTENDENT 


NEw YORK OFFICE 
80 William St. 


CIMICED 

















